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“THE APPROACH” = 
If you are seeking a General Agency connection you will, no doubt, be interested in a contract with a 
Company which combines the advantages of SERVICE TO POLICYHOLDERS and PROFITS TO 
FIELD MEN; one offering PARTICIPATING and NON-PARTICIPATING POLICIES to the Public 
and a FULLY PARTICIPATING CONTRACT to its Agents. One in which the circle of mutuality is 
extended to INCLUDE THE PRODUCER. 
“THE PRESENTATION” : 
The Central Life offers a wide range of policies, including Child’s Educational, Mortgage Coverage, Low 
Cost Preferred Risk and Double Protection Policies. ' 
SERVICE TO POLICYHOLDERS 
Dividend factors: Mortality 1924-1925, 30%. 
Interest earned, 5.8%. 
Ratio assets to liabilities, $1.12. 
While a stock company, its profits to stockholders are limited by its charter. (Present non-participating 
policies provide for dividends after they are paid up—retro-active as to old policies. 
SERVICE TO AGENCY ORGANIZATION 
Practical cooperation from the Home Office, through proven methods; a free educational course to agents 
and comprehensive organization plans for General Agent. 
Year’s record, 27% increase in paid for business over that of 1925. 
“THE CLOSE” 
In common with many other conservatively progressive companies, the Central Life offers a salable 
ice to policyholders—a clean record, a wide range of policies and excellent dividend factors. It also 
offers what is IRRESISTIBLE—a contract providing an OVERWRITING commission adequate to take 
care of the OVERHEAD—one which will enable the General Agent to attract and hold desirable men 
and still operate UPON A PARTICIPATING BASIS. 
General Agency opportunities in Pennsylvania, Nebraska, Kansas, Northern California, Oregon, Mon- 


tana, Colorado, Utah and Florida. ee 
W. H. HINEBAUGH, Pres. W. ROLLA WILSON, S. B. BRADFORD, Secy. 
Vice-President & Agency Director 
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INSURANGE COMPANY 


QR AMERICA, 


Capable men desiring to build their own General Agencies may 
obtain exclusive territory of their own choice with this progressive 
young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 


INDIANA— MICHIGAN— 


South Bend Lima Calumet 
Elkhart Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 
La Porte Marietta Marquette 
Springfield Battle Creek 


Michigan City 


ILLINOIS— MISSOURI— 


IOWA— 


For further information communicate with 


A. O. Hughes, Vice-President in Charge of Agencies 





Farmers National Life Insurance Company 














OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
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ACTUARIAL MEETING 
IS WELL ATTENDED 


Are Elected 
for 


All Present Officers 


to Serve Society 
Another Year 


TROPICAL CASES COVERED 
Vice President Arthur Hunter cf New 
York Life Ex- 


perience of Torrid Zone Risks 


Tells Company’s 


NEW YORK, May 2¢ More than 
1) leading actuaries of the larg 


+ + 


panies throughout the cou 





annual meeti! 


ot 


he regular 


arial Society America 








E. E. RHODES 
President Actuarial Seciety of America 
CCK All the oft s : 1€ 
ere eelected as tollows 
President, ] I Rhodes vice pres 
dent Mutual Benefit; vice esidents 
W. M. Strong, associate actuary 





Life of New York, and M. A. 


president Provident 


es i 

retary, John S. Thompson, mathemati 
an Mutual Benefit; treasurer, D. G 

\lsop, Provident Mutual; editor, J. M. 
ird, secretary Connecticut General, 


Papers Presented 

iscussion of papers read at t 

new pa 
were presented “Blood Pressure 
vy Build, when Build Is Measured by 
Weight Rather than Average 
Weight,” W. G. Bowerman, New York 
“An Investigation of Group Sick- 
Insurance,” Ralph Keffer, assist- 
actuary, Aetna Life: “Women and 
Substandard Risks in Tropical and Sem.- 
tropical Countries,” Vice-President and 
Chief Actuary Arthur Hunter, New 
York Life; “An Annuity Table Comply- 
ng with the Requirements of the New 


\iter d 1¢ 


ist meeting, the 


following six 


pers 
Rest 
we de 


ness 


ant 





TWO INSPECTION SERVICE 
AGENCIES ARE PURCHASED 


EXPAND NEW ORLEANS OFFICE | AGENCY MEN MET IN ST. LOUIS 


RESEARCH BUREAU HOLDS 
ITS SPRING CONFERENCE 


National Service and Appraisal Com- | Home Office Supervision and Conserva- 


pany Buys Wilcox and Hill's tion Were Chief Topics of 

Reports 
National Service & 
New Orleans has an 





Discussion 


The 
Company of 


LOUIS, 


servation 


MO., May 25.—Co1 


of business was the theme of 














nounced the purchase of the Wilcox | the program for the fifth spring confer 
Mercantile agency of New Orleans and | €™ce 0! the Lite Insurance Sales Re- 
Hill’s Reports, Inc., of Chicago, adding | S©#™" Bureau wi ich met here this 
to the inspection and appraisal service | ““** , lhe ae SS eae ee 
of this organization through the expan oy by Hillsm paylor, vice-presi- 
‘4 ' |} dent of the Miss State fe, at the 
s10n Of imes. morning session previous 





The Nati 


Service al 














lay given to registration, golf ] 
Company was organized ad it the Algonquin Golf ¢ ) 
G, Simmons, president of the com- Mr. Taylor jokingly concluded his brief 
pany, is also vice-president and general | + by stating that he would give the 
manager of the Pan-American Life and | visitors the Spirit of St. Louis but tl 
served lor many years as president of | Captain Lindbergh had taken it to Paris 
the American Service Bureau, an affil- } 
1ated organization of the American Life Discuss Agency Problems 
Convention Fisher E. Simmons, vice et a istin " , 
| < t s ‘ ‘ % t 


president 


general mar 
ars 


ager, was tor 


assistant sec 








vice-president 

the American 

| Ferguson, vice-presider 
closely identified 





reporting interests in the 
than 20 
exper 
ness 
has 
in the business and was formerly cor 
nected with one j 


reporting agencies as resident manager 


ve 


ars and as 





ience in every branch of the busi 
Douglas E. O’Kelley, secretary 
had a number of vears’ experi 


or the irge national 
























}of their New Orleans office Senne e various speakers were agre¢ 
| Present Person t! supe sor is the key mar 
| agency d ent, and that unless h 
| In January, 1927, the ti l Service ki how t uties he can't 
and Appraisal Company acqt 1 r es igents 
[perch ise the Wilcox Mercantil Generally speaking it was brought 
of Louisiana, which had beer at the larger mpa s prefer salar 
ence tor more than 20 vears supe sors split ssions 
sonnel and management of this unit con ‘ the 1 g und smaller compa 
tinues practically without change.| nies expect s rvisors to depend some 
p the ‘ileox Mercantile Agency | what on commissions, splitting such fees 
service is rendered in both Louisiana] with agents on occas s 
and Mississipp The Wilcox Merca uses of age supervis were 
tile Agency will continue to be under | working out f the | € 
the direct personal management ff ve g specific and gene te 
loseph J. Ferguso $ esi t, w | s, res S rvisors, state and 
is als vice-preside ‘ ti Nat 1] ge era igents And also the types < 
Service and Appraisal Cor \ it tted for this work, where they 
Another merger is just consumm ited | mav be f da how develope« 
whereby the National Servic iA | speakers ided B. W. Lacy 
praisal Company become owners of] vice-president and secretary *rotective 
Hill’s Reports, Inc., of Chicago—one of | Life. Birmingham. Ala.: J]. New! Mid 
the best known credit reporting organ west Life: W. S. Hanley, agency super 
zations in the United States Hill's Re intendent Old Line Life: A. W. Hogue 
ports Inc., has been in existence since Business Men’s Assurance: F. O. Lyter 
1896 and has an enviable reputation in (CONTINUED ON PAGE 20) 
Chicago and_ surrounding territory, 
which field it has capably served for 
many vears. This office will have as | ice and Appraisal Company and who for 


1 


its manager Chas. W. Pipkin, who is 
also vice-president of the National Serv- 


the past several years has been 


in Chicago the 


resident 
American 





or 


Service Bureau. T. M. Blomer, presi 
dent of Hill's Reports, Inc., will con- 


associated with the company 
July 1 
additional 


tinue to be 
in its Chicago office until 


Standard,” C. D 


Sun 


Canadian Valuation 
Rutherford, assistant actuary, 





of Canada “Derivation of Centr: As rapidly as _ possible, 
Difference Formulae,” B. T. Holmes: | offices will be opened in all important 
and “Differential Coefficients of Annu- | cities throughout the United States, it 


being the intent and purpose of the com- 
pany to make its operations national in 
scope 


ities and Assurances when Rate of In- 
terest is Variable, and a Practical Use 
(CONTINUED ON PAGE 20) 





PREMIUM TAX IN OHIO 
RAISED TO 3 PERCENT 


Governor Donahey Allows Myers 
Bill to Become Law 
in State 


MAY SEEK COURT RULING 


Insurance Interests Consider Attempt 
To Abolish in Its Entirety Levy 


On Cost of Protection 











COLUMBUS, O Ma 4 Gover 
nor Donahey has permitted the Myers 
bill to become a law without his signa 
ture Saving it Ss necess because ot 

state’s financial situatior At a hear 

w the state executive inces, Mor 
day morning, which was attended by 

re than 100 insurat men from va 

s irts t the state ( y Dx nahey 
was urged t vet the bill which. raises 
from 2 ao percent the state tax on 
insurance premiums collected in Oh 
t [ l 
by foreign irance companies His 
ecision t vy the bill t pecome a 
law was a aisal tment to the 
; e mterests 
Will Raise $1,000,000 
— , 

L fe bil Wa pass¢ y the genera 
assemb] in the closing hours of the 
ess out the insurance men hav- 

ga portunity t express them- 
selves it. It was believed by many 
that while the bill was not fag to the 

s ince Cor inies, it was enacted in 

. i WwW 4 . ? ’ i , t 

gree « il tax easu litter ¢ 

! " g ‘ tween 

t cx ve le wis c < I 
< ent I \“\ aise $l, 

00 ”? Ss sors s While the law 
affects cig surance com 
es will t WU surance com 

i . ‘ alia I icts mm 

the States 
State Had Insufficient Revenues 

| iAcTsS « ’ . r Ww t 
la W oe ( $s, a men 

ft Ol} se; H Conn, for 

é nsurance supe tendent \ | 
Vorys, former sura superintendent, 
i (re we I \ andi secretary of! 

e Oh ( ambe ( t ‘ After 
the ea ge the wove sa e would 
give the ill his closest attention, but 

ted out that with the state embar- 
rass¢ financially, he was in a delicate 
sitior He said he believed that the 
nll was unjust and untair, but the al 
ernative with nsufhcient revenues, 
seemed to be tor the state to repudiate 


Tax on “Thrift or Serrew” 
Mr. Conn told the governor that the 
legislature did not understand the in 


situation and did not know what 


He 


surance 
it was doing when it passed the bill 


declared it was confiscatory and uncon 
stitutional He said that the bill was 
2 tax on thrift and sorrow, as well, and 


(CONTINUTED ON PAGE 20) 
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ASSOCIATIONS RUN WILD 
WITHOUT STATE CONTROL 


ASK ADEQUATE REGULATION 
Speculators Reap Fortunes in Illinois 
Mutual Benefit Concerns by Dis- 


regarding Policyholders’ Rights 


It has gotten now to be a profitable 
thing for shysters to purchase mutual 


benefit associations operating in Illinois 
that are not licensed by the insurance 
department. These organizations are 


incorporated under the non-profit act of 
1872 and therefore after receiving their 
charters from the secretary of state they 
have to make no further report to any 
state office. As a result some of these 
associations are running amuck and 
mulcting thousands of people, especially 
men and women of the laboring class. 


Seek Government Control 


Bills have been introduced in both 
legislative houses swinging these outfits 
under control of the state insurance de- 
partment. Owing to the opposition of 
some of those operating them and others 
whom they have interested, there may 
be considerable doubt as to whether 
these acts will get through. It is stated 
that there is much competition now for 
the purchase these benefit associa- 
tions in order that the managers may 
reap large profits. 

Claude O. Pike, legislative correspon- 
dent for the Chicago “Daily News,” in 
speaking of these outfits says: 


of 


Right« of Members Disregarded 


“Small fortunes have been realized by 
operators of some of the smaller mu- 
tuals, who have sold out their associa- 
tions, with little regard for the rights 
of the members who have been paying 
assessments for years. The purchase 
prices range from $2.50 to $5.30 a mem- 


ber to date, and are rising with the 
competition among the larger associa- 
tions. There also have been sales where 
a flat sum was paid for a mutual. In 
eastern Illinois a sale was recently re- 
ported in which an operator received 
$8,000 for his association. 

“These sales are defended by some 
on the ground that the mutuals pur- 
chased and combined are too small to 


Combination with a large 
it is argued, will give the 


be successful. 
‘association,’ 


members of the smaller mutual better 
protection. 
Old Members Thrown Out 


“One of the worst results of the move 
to gain control of this class of insur- 
ance business, about which complaints 
have been made to the legislators as 
well to the state insurance depart- 
ment, although the latter is powerless to 
act in these cases, is that the old mem- 
bers members whose health is im- 
paired and who are considered poor 
risks, are thrown out bodily by the pur- 
chasers. 


as 


or 


Assessments Are Lost 


“The assessments paid for years in 
the little mutual, which is arbitrarily put 
out of business, very often without mem- 
bers being notified of the sale and 
change of ownership, are lost, along with 
the measure of protection discarded 
members thought they had provided for 
their families. The purchasers select 
only the good risks. 

‘To protect themselves against the 
move to reduce competition in the mu- 
tual benefit field and to control this class 
of insurance business, the smaller reput- 
able Illinois mutuals have formed a state 
association by which they hope to fight 
for existence and also to stop question- 
able practices. 

Investigation Was Made 


“As a result of hundreds of complaints 
received in the offices of the secretary 
of state and the department of insurance 
in Springfield, an investigation of the 
practices of some of the mutual associa- 





THE NATIONAL UNDERWRITER 


927 


May 








SIGNS 229 ) APPLICATIONS 
IN COURSE OF ONE DAY 


FEAT BREAKS WORLD RECORD 


A. D. Rathbone IV, Mutual Benefit 
Agent in Grand Rapids, Has 
Prospects Standing in Line. 


GRAND RAPIDS, MICH., May 235. 
—A. D. Rathbone IV, of Grand Rapids, 
special representative here of the Mu- 
tual Benetit Life for a number of years, 
succeeded in establishing a new world’s 
record for the number of applications 
written in a single day on May 18. The 
total number written was 229. The first 
application was signed at 7:30 a. m. 
and the last one at 11:50 p. m., an aver- 
age of an application about every four 
minutes, Mr. Rathbone never leaving his 
desk for the entire time. All day long 
there was a line of people at Mr. Rath- 


bone’s desk in his campaign head- 
quarters, and at 11:50 p. m., Mr. Rath- 
bone wrote the last application, smash- 


ing a record that was established by 
Marke S. Friedland, agent of the Phoe- 
nix Mutual, in Brooklyn, N. Y., in March 
of this year, of 204 applications. Mr. 
Rathbone was able to accomplish this 
through the cooperation of his many 
loyal friends and acquaintances who 
stood in line for hours to help bring 
this record to Grand Rapids. 

Mr. Rathbone is one of the very suc- 
cessful life insurance solicitors of the 
Johnston & Clark general agency. The 
Johnston & Clark agency of the Mutual 
Benefit Life is one of its largest 
agencies in the United States and last 
year paid for practically $28,000,000 of 
insurance in Michigan. Mr. Rathbone is 
30 years of age. He was born and 
raised in Grand Rapids. He attended 
the University of Michigan but left col- 
lege after two years to serve in the war. 


tions was made by members of the legis- 
lature and a bill to correct these abuses 
was introduced in the house. 

“The bill, introduced by Representa- 
tive Thomas Fekete of East St. Louis, 
would require all mutual benefit asso- 
ciations operating in Illinois to secure 
licenses from the state department of 
registration and education, just as all 
regular insurance companies, such as as- 
sessment and old-line life, fire and lia- 
bility companies, must do at present.” 


Singer with Newberry & Co. 


D. William Singer, 
in financing a number of new com- 
panies and changed assessment com- 
panies into legal reserve, has connected 
with Newberry & Co., 111 West Jack- 
son boulevard, Chicago and will inaug- 
urate an insurance financial service for 
that firm. Newberry & Co. already deal 
in stocks and bonds of various kinds. 
They have not marketed insurance stocks. 
Mr. Singer recently was the main factor 
in changing the Guaranty Equity Life, an 
assessment company of Chicago, into a 
legal reserve company, the Cosmopoli- 
tan Life. He was one of the main men 
in financing the Agricultural Life of Bay 
City, Mich. Mr. Singer in his depart- 
ment will continue to assist new com- 
panies in organizing or will sell addi- 
tional stock issues for companies. 


who has assisted 


Names New Medical Director 
The 
appointment of Dr. J. 
Jacksonville, I1., 


American Bankers announces the 
W. Hairgrove of 
as medical director to 


succeed Dr. Myron W. Snell, deceased. 
Dr. Hairgrove is a physician and sur- 
geon of wide and long experience, and 
has for years specialized as an insur- 
ance examiner. He is the third medi- 
cal director to serve the American 


Bankers in its 20 years of business life. 


Dr. L. H. Clampit, the first medical di- 
rector, served in that capacity for more 
than 15 years. 
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SALES CONGRESS HELD 
AT END OF CONTEST 


GOOD RECORDS ARE MADE 


Central Department New York Life 
Agents and Managers Gather at 
Chicago Meeting 


About 400 New York Life agents, in- 
cluding the agency directors of the Chi- 
cago and Illinois branches, attended the 
Central Department sales congress held 
in Chicago on Monday to celebrate the 
close of the Sales Congress Contest. The 
contest ran from March 1 to May 21, 
inclusive. During this period the con- 
testants wrote a total of $23,552,467 of 
business. 

The principal speakers at the one-day 
congress were Vice-Presidents Griffin M. 
Lovelace and Wilbur H. Pierson. Rob- 
ert E. Whitney, inspector of agencies 
in the Central Department, presided as 
general chairman. 


Sales Records Announced 


The morning session opened with the 
announcement of the various records 
made during the contest. The Stock 
Exchange branch led in volume, O. H. 
Menold’s office turning in a total of 
$2,407,000 of business. J. H. Emerson 
of the Stock Exchange branch led in 
personal production with $672,000. The 
City Hall branch stood first on the per- 
centage basis of recording totals, J. G. 
Frederickson’s office totaling $1,669,800, 
or 121 percent of its allotment. J. P. 
Meyer of the La Salle Street branch 
led in number of applications, with 62. 

Vice-President Pierson was the last 
speaker of the morning session. His 
subject was “Our Company.” He elab- 
orated on the financial operations of his 
company, but opened with the statement: 
“Bigness financially is not the only, nor 
even the fundamental, element of great- 
ness.” 

The speaker dwelt at some length on 
the farm loan situation, saying that his 
company so far has had satisfactory ex- 


perience with this kind of investment 
despite that the farmer is in distress. 
“In no instance of foreclosure has the 


company taken a loss, and no losses are 


he said. 
Client Must Know Why 


Vice-President Lovelace was the first 
speaker of the afternoon. He urged upon 
his hearers the need of determining the 
specific problems each client presents 
and working to solve them. “The cli- 
ent,” Dr. Lovelace said, “must be given 
logical reason for buying or increasing 


life insurance. He is entitled to this 
much consideration.” 
Dr. Lovelace spent considerable time 


covering what he termed “providing for 
the cleanup”; that is, helping the client 
establish a fund for the specific purpose 
of paying debts outstanding at time of 
death and arising immediately after and 


out of death. “The plan for providing 
an income for the client’s family,” Dr. 
Lovelace said in conclusion, “must. in- 


clude a vivid presentation of your pro- 
posal.” 

Agent’s Counselor Morris Weil closed 
the congress with a talk the important 
element of which was the necessity of 
omitting, when the agent first ap- 
proaches a prospect, all reference to the 
words “premium” and “cost.” He urged 
that the agents start with “savings.” 

Dr. Lovelace, Mr. Pierson and Mr. 
Whitney conducted a congress at Sioux 
City, Ia., Tuesday. It was attended by 
about 200 agents and directors from the 
company’s five branch offices in Iowa, 
Nebraska and South Dakota. In former 
vears these agents participated with the 


Chicago and Illinois agents in one Cen- 
tral Department congress. This year 
the plan of holding two meetings was 


adopted. 


Vice-President Lovelace left Sioux 
City the night of May 24 to preside 
at another sales congress in Biloxi, Miss 
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DR. G. B. . VAN ARSDALL 
IS GUEST AT BANQUET 


CLOSES 100TH FIELD SCHOOL 


Equitable Life of New York Instructor 
is Praised by Company Officers 
and Field Men. 


Dr. George B. Van Arsdall’s 100th 
field class of the Equitable Life of New 
York gathered at a banquet in Chicago 


last Saturday night to honor the in- 
structor and celebrate the _ students’ 
writing of $5,697,835 of new business 


during the school. Dr. John A. Steven- 
son, second vice-president, presided as 
chairman. He and Vice-president Frank 
H. Davis, H. F. Berls, Chicago resident 
supervisor; W. G. Fitting, New York, 
superintendent of agencies, and Dr. Van 
Arsdall addressed the class. The class 
numbered 120. Of these, 106 graduated. 

Dr. Stevenson in his opening address 
reported that the alumni campaign, con- 
ducted concurrently with the last week 
of the school, resulted in more than $26,- 
000,000 of new business. Of the 1,937 
agents who are alumni, 1,500 produced. 


New Record Made 





Mr. Berls began his brief address by 
saying Chicago was privileged to have 
the 100th school. He congratulated the 
Chicago managerial staff, which spon- 
sored the campaign for new business, 
on the cooperation given Dr. Van Ars- 
dall and said this year’s is the best 
record made by any Equitable Life field 
school, 

Mr. Fitting, the next 
nounced himself as a tireless advocate 
of education for life men and said: “No 
one should be allowed to remain in the 
insurance business unless he is willing 
to learn all possible about the business. 
insurance is not yet a profession, 
and will not be a profession until those 


speaker, an- 


in it consider it a vocation instead of 
a vacation.” 
Instructor Applauded 


Dr. Van Arsdall was given a thunder- 


ling hand as he rose to address the 
| . . 

gathering. He briefly acknowledged re- 
ceipt of letters and telegrams of con- 


gratulation on the success of the school 
and then explained that he has four rea- 
sons for keeping on in the work after 
closing his 100th school: “These are my 
encouragements, my _ discouragements, 
my compensations and my observations.” 
Elaborating, Dr. Van Arsdall said: 

“People are my encouragements— 
managers, the field force, the home office 
staff. Life insurance must be to the 
man who sells it a kind of religion, a 
cause. To meet and help people in this 
cause is my encouragement. My dis- 
couragement is a person—myself Mv 
observations are about people. People 
fall into three those who know 
and who use what they know; those who 
know and do not use what they know; 
and those who neither know nor use 
People also are my compensation. My 
greatest compensation is the elevated 
standard of life underwriting.” 

Vice-President Davis made a 
closing address, in which he expressed 
pride in the production record of the 
class and paid tribute to Dr. Van Ars- 
dall as a friend and a teacher. “The 
adult mind is infinitely more difficult to 
improve than is the juvenile mind,” he 
said, “and it with the adult mind that 
Dr. Van Arsdall successfully deals.” 
Turning to the instructor he said: “You 
have in large measure the capacity to 
teach men to know and to feel the power 
of knowledge.” 


classes, 


brief 


Policyholders Approve Agreement 

In accordance with the Indiana law, 
a meeting of the policyholders of the 
Public Savings was held at Indianapolis 
and the agreement to reinsure the out- 
standing policies with the Western & 
Southern Life of Cincinnati was ap- 
proved and officially ratified by a unan 
imous vote. 
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XUM 


the Hartford Fire had ch of pre 
paring for the business sessions while 
Leon Soper of the Phoenix Mutual Life 
*ked after the entertainment end. The 


entire affair was well planned and 


The London Guarantee & Accident 
s red the first prize in the Rough 
Notes trophy awarded to the company 
hich in the opinion of the judges pre- 
ted the most desirable advertise 
ts in an insurance paper in a series 
it least three runs 1. M. Haines 
ssistant manager from the head office 
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INSURANCE PUBLICITY 
MEN MEET IN HARTFORD 


Advertising Conference Members 
Hold Annual Convention to 
Consider Problems 


ACTIVITIES INCREASING 
President W. W. Ellis Tells of Various 
Tasks Undertaken by Organiza- 
tion in Past Year 





By C. M. CARTWRIGHT 
HARTFORD, May 
the Insurance 
was held week 
with a large attendance representing all 
of the life 
casualty. The program was well planned 


25.—The annual 


gathering of Advertising 


Conterence here this 


branches business, fire, and 
balanced, with outstanding speak- 
The 
growing in 


and 
ers on various subjects. Insurance 
Advertising Conference is 
and effectiveness year by 
President W. W. Ellis of the 
the initial business meeting Mon- 
has greatly increased its 


power 


year. 
conter- 
ence at 


day said it 





membership. Today it is one of the 
most vigorous and constructive of the 
insurance organizations. 
Has Done Important Work 

Mr. Ellis said the conference was 
called on during the year to do some 
important work. The National Board 
of Fire Underwriters asked it to get 
up a report on public relations. This 


work took three months of research and 
20 members contributing A 
similar request was made by the Inter- 
national Association of Casualty & 
Surety Underwriters. This required four 


analysis, 


onths and 25 members contributed. 
The Casualty Information Clearing 


House asked the assistance of the con 
ference in devising copy for special 
advertising campaign for automobile 
liability insurance. The National Asso- 
ciation of Insurance Agents requested 
he conference to help 

v that local boards could uss 
work 


Had 


in getting up 
It is 
th onment 
this assignment 


mw at on 


Fine Program 

of Hartford 
t entertain- 
ignecker 


Phe 


local publicity men 
fine program <¢ 
ent and business. J. W. 


over a 





1 suc- 
essfully carried out. 
At the get 
ht, President 


together dinner Sunday 
Ellis presided Brief 
alks were made by Mr. Longnecker 
Mr. Soper, A. W. Spaulding of the Hart 


rd Fire and W. W. Darrow of the 
Hlome of New York, secretary of the 
nference. Mr. Spaulding has just been 


ted president of the Hartford Ad- 


M rtising conterence 


Rough Notes Prizes Awarded 


New York, who mapped out its cam- 
gn, Was present to receive the trophy 
\. J. Wohlgemuth, manager of 

ch Notes The Fidelitv-Phenix Fire 
New York won prize Phe 
rk was done jointly by CC. E 
reeman and F. S. Innes. The Boston 
t third prize, with R. C. Drever as the 
person. C. S. S. Miller of 


second 


sponsible 


LIFE 


POLICY BRIEF PROVES 
VALUABLE TO INSURED 


AMERICAN CENTRAL’S METHOD 


Information of Interest Is Given a Pol- 
icyholder by the Company After 
Contract Is Issued 


most effective 
Central Life is 
pany’s “policy brief.” The brief is a 
iorm which is sent to the policyholder 
about five months after the issuance of 
the contract It is worded in simple 
language and outlines the essential fea- 
tures the insured’s coverage. It is 
particularly convenient for those whose 
policies are kept in safety deposit boxes, 
where they are not handily available for 
frequent reference. 


One of the 
the American 


services ot! 


the com- 


or 


Items of Information 


Among the items given in the brief 
are the amount of the annual premium, 
the number of years the premium is pay- 
able, the name of the beneficiary and 
cther vital data. 

Field representatives of the company 


have found the brief a real builder of 
good will and a great aid in conserv- 
ing their business. The brief also ac- 


complishes another desirable purpose by 
bringing the insured to realize the kind 
of a policy he holds and what it pro- 
vides for him and his dependents. 


Holds Policies on the Books 
The establishing of this service of the 
American Central is indicative of the 


tact that insurance companies through- 


out the country are turning more and 
more attention and energy to the mat- 
ter of impressing upon the insuring pub- 


lic the importance of retaining 
tion, once it has been provided. 


protec- 


hibits offered The judges were \lar- 
Axman, “Eastern J 
Frank L. Gardner, president 


Association of 


ence 
National 


Insurance Agents, and 








Griffin M. Lovelace, vice-president « 
the New York Life. 

Norman R Moray, vice-president 
Hartford Accident & Inde T \ his 
talk Monday said the duty of the 
licity men is to interpret insurance terms 
and functions in 1 that the 
lic can understand dt 50 cents 
out of every do ec g s 
through insurance ay 





At Monday noon luncheo 


E. Crosby of the 











the speaker was C. J. Swan, New Eng- 
land representative of the New \ 
“Herald Tribune He stated that ins 
ance was wonderfully poy 
the war risk plan at the the 
war 
Sell by Attractive Ideas 

Clifford Elvins the I ‘ 1 Lite 
Toronto preside 1 Mi iv i 
H \ von, assistant casnic i 

f new bi and advertising de 
ments of tl st National | 
Boston described the advertising ’ 
gram of his con any Mr Ly 1 is t 
the opinion that insurance companies 
and banks are both well « eit 
into public favor He said that 
have discovered that they must provide 
what the public wants and not st se 
whatever thev have on hand H 
stressed the advisability or Sse v ! 
means of attractive ideas rather than | 
trving to scare people into taking the 
desired action He said that insurar 


advertising is getting away from the 


fear motive and today is offering hea 











e North British & Mercantile got 
norable mention. There were 18 ex- 


and happiness instead of death and wu 
happiness He said that many ks 
as well as life insurance companies art 
still talking about “Save for a rainy 
day This is a depressing th ht. N 
one ever really imagines self a 
“down and outer” sitting on a _ park 
bench, and for this reason the idea is 
not a compelling sales thought. He said 
that his bank has been successful in 


INSURANCE 


EDITION 


ANNOUNCE COMMITTEES 
FOR MEMPHIS CONVENTION 


GET READY FOR GREAT EVENT 
Preparations for Annual Gathering of 
National Association of Life Under- 
writers Are Being Made 


MEMPHIS, TENN., May 25.—The 


personnel of the numerous 


I I commiittec 
making arrangements for the 
annual convention of the National As 
f Life Underwriters, which 
September, 


Edward J. 


aged in 


has been an 
McCormack, 
the Memphis con 
In announcing his 
McCormack stated that 


meets here in 
nounced by 
chairman of 
committee, 


Mr. 


general 
vention 


littees 








for the annual convention are ra 
ily taking shape as to both the pro- 
gram and entertainment Most of the 


committees he said are already at work 


Part of Funds Collected 
Lloy d y 


lumbus 


president of th 
Life, is chairman of 
He reports t 


sinford, r 
Mutual 


committee 


tha 


the finance 


more than one-third of the fund re 
quired to pay the expenses of the con 

>t ; lee t | TI + 
vention is already in bank he list 
of committees announced by Mr. Mc- 
Cormack reveals that an old fashioned 


} } ‘ ' . ; 
barbecue is being planned for 


southern 


the convention Details of the tenta 
tive program have not been made pub- 
lic however. 

Convention Committees’ Personne! 





The complete list of convention com 
I ttees Tollows 

Finance—! rT Binford 
W. G. Buckner, Henry Lake, Bo 
ley, John Lippitt, Jeff B. Marn 

* , 

Reception—Don Lake chairmar Al 
fred Boyd, C. O Terry jeff Gros. Leroy 
Kerr, Lamar Brightwell; all members of 
th Memphis Life Underwriters Ass : 
tior Rowlett Paine, mayor of Mem, . 

d 262,00( tizens of Memph 

* 

Registration —Set! Ryar chairmar 
Wayne Dupree G. C, Polk, Mrs. D. B 
Schenk, Miss Mart} Angel 

Publicity—Mrs Pe vy Finle hair 
mar Joe Martin, Fy k Drake and I | 


* 


Ranks and Trust Company Cooperation 


Tol I t J I Powe 

FOX Reatty Thomas Vintor Jude 
Wightn Hughes, W F. Murt 

Program George P} s < i 
Thomas B. H ker, Ralph M 





Eentertaing 
, Cuff Bi kburr Br ¢ Dor d 
iage Boyd, Mr Tat 


\ 1 
* 

Ladies’ Entertainment— Mrs B re 

Sibley sirn 
. 

Golf Toe M. Smitt rmar Char 
Rik rdsor Kennet! Duffield Gord 
Anders 

* 

Mass Meeting I S&F ey } 

n: Van Pritchartt, James M d 

mas M. Searles 

Attendance Edwin M Williams 
chairman: E. R. Caldwell, Earl Kester 
W. J. Fair Ty 

. 

Barbecue }ti Lake ? I 
i I ! W ] =) t Edwar W 
Kennedy, M. S. Hudg s 

, 
s ting that Saies dea to “ave tor a 
s \ i\ WW I wnt attractive <¢ \ 
irging saving ik something attract 
a fundamental inge whi is just as 
' hhle ms il < Tea) s \ 


Utilize Window Space 


Frederick I Wertz wi ‘ spla 
Vart 


expert of ew k citv. in his address 
cde are that loca agents are sing i 
most desir able advertising opport t 
by not using the windows for display 
t t r ware = Pe rle he rsiste ! Ca 
be sold through the eve as wel as the 


ear Cc. W. Van 
(CONTINUED ON PAGE 15) 


; ' 
fevnum pu 
I ey uri, puL 


FIRST COOPERATIVE 


CONVENTION SUCCESS 


Meeting Sponsored by Six Leading 
Insurance Associations of 
Pennsylvania 


DELEGATES NUMBER 1,500 


W. S. Diggs of Pittsburgh Is Elected 
President of Pennsylvania Insurance 
Federation for Coming Year 


May 


cooperative insurance 


23.—Penn- 


PHII 


svVivanias 


ADELPHIA, 
first 
six of the lead 


convention, 


sponst red hy 


ing insurance associations in the state, 


opened with one of the largest registra- 


history with 1,500 delegates 


present. The 
Chester M 


tions mm 


meeting was opened by 


Campbell of the home of- 








Philadelphia 
Pennsylvania Federation 


F. D. 


Vice-President 


BUSER, 


nce the Insurance ( pat ot North 
\ eT i. the delega s be gy weicon ed 
George \W Elliott, director tf public 
Sale tor the city trormer r marshal 
and e time life insurance lerwriter 
I as | 2) ildsor vice esident ot 
the Eagle Fire of Newark and tormer 
s ce con ss er Pennsvivania 
rel e( or the convent 1Sse bled 
l t t ! st tT! il l css n t € 
prograt I ( Stor l t States 
i int < | ers Liability 
art ted ut the necessit kee ng the 
sure t msurance w“ ob gation 
e sacred tf] that iving 100 
s r eve t irs loss 
c c c . I \ ¢ prove 
\ t t selves S gt roug! 
t east the da Ais t $ great 
business ours, we shall secure a prop 
er respect for our business and thus do 
1 ‘ this w tha " other 
toward creating 1m the mind a 
better feeling toward insurance Mr 
Stone said With this la dutv ahead 
s let us diligently a selves 
ea i the essentials 
Incendiariam Causes Loss 
I } Morgaridge ussistant t the 
general manager ot the National Board 
Fire Underwriters nted out that 
i siderable part of the $500,000,000 
ally st fires throughout the 
untry is due to incendiarism “The 
time is fast approaching when all public 
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authorities and fire prevention agencies | in Philadelphia, with the examining | the necessity of their hearty cooperation 


will recognize that fire prevention cam- 
paigns must of necessity be a crusade 
against the incendiary,” Mr. Morgaridge 
concluded. 

Captain Lindbergh is termed ‘lucky’ 
in the press reports of his flight across 
the Atlantic, but in my opinion he is no 
luckier than any insurance man or busi- 
ness man who carefully plans the detail 
of a campaign—as the captain did— 
and succeed,” J. Elliott Hall, New York 
general agent for the Penn Mutual Life, 
said in his address on insurance sales- 
manship. “Success in all endeavor is 
based primarily on the ability to foresee 
and plan for contingencies, and the in- 
surance salesman can well take Captain 
Lindbergh's careful preparations as a 
criterion for successful accomplishment.” 





Sessions Educational 


The afternoon sessions were replete 
with educational features for the dele- 
gates, round table discussions on fire, 
casualty, surety, and life insurance tak- 
ing place in separate meetings. 
Commissioner Matthew H. Taggart of 
the insurance department of Pennsyl- 
vania announced in his address at the 
night session that this department would 
be expanded considerably during the 
next year. Two deputies will be ap- 
pointed shortly, one to have head- 
quarters in Harrisburg, and the other 


| force in the latter city increased to 30 


| from the present staff of 11. 


Work, Responsibility Grow 


“As my experience in the department 
increases, I become impressed with the 
magnitude of the work and the respon- 
sibility I share with you gentlemen of 
the insurance fraternity,” Mr. Taggart 
said. “We of the insurance business 
stand at par with banking in point of 
numbers of institutions, but in money 
assets and coverage the sums of money 
involved pyramid beyond the field of 
the bankers’ vision, almost beyond com- 
prehension. Disregarding the monetary 
value, we come closer to the public in- 
terest than any other business or in- 
dustry in the commonwealth, because 
there is nothing in the commercial world 
today 
in the insurance field. 

“Consequently, we cannot help being 
impressed at the department with our 
responsibilities of regulation and super- 
vision of a business that contributes 


| millions of dollars in taxes alone to the 


maintenance of the state. One company 
alone recently paid through the depart- 
ment a check for taxes that closely ap- 
proximated $2,000,000.” 

Commissioner Taggart urged upon the 


‘members of the six associations present 


that has not its roots of success | 


|in the departmental work. 
G. R, Dette Honored 


R. Dette, retiring secretary of the 
BAk Federation of Pennsylvania, 
was presented with a watch and chain by 
la few of his associates in appreciation 
|of his work. Mr. Dette announced that 
while he left his position as executive 
secretary of the federation, he had been 
continued in office as vice-president at 
the directors’ meeting held in the after- 
| noon. 

Officers of the federation elected at 
the meeting are W. S. Diggs of Hoover 
& Diggs, Pittsburgh, president; Frank 
| D. Buser, general agent of the Fidelity 
Mutual Life in Philadelphia, first vice- 
president; John D. Pharaoh, II, treas- 
urer. New directors elected are W. H. 
Kingsley, vice-president Penn Mutual 
Life; W. R. Harper, general agent 
Aetna Life, Philadelphia, and Earle 
Schaeffer, general agent Fidelity Mutual 
Life at Harrisburg. 

Mr. Diggs, the new president, has 
been prominent in federation activities. 
It is interesting to note that 15 years 
or more ago, when he was a resident 
of Cincinnati, he served as president of 
the Insurance Federation of Ohio. _ 

The business sessions on the frst 
| night of the convention closed with a 
banquet and five hours of entertain- 
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Facts and Figures 


A letter from our President to Company policyholders was included in our 


annual statement of December 31, 1926. 


‘The pleasing causes for your Company's 
splendid condition as reflected by the state- 


ment within are: 


\ good saving in mortality: 


\ net interest rate of 5 


assets ; 


A decreased expense rate; 


The 


gain of 


(On December 31, 


financial statement 
admitted assets during 1926 and a $650,000 gain, during that period, in 
surplus to policyholders. 


1926, 
passed the difficult 1926 goal 


An enlarged 
s 


New 
rate. 
7 10% 


An extension of 


business at a 


It said in part: 


and improved agency force; 
territory ; 


steadily increasing 


“Your Company steadily goes forward in 


every feature and department and its future 


is very bright.’ 


was very impressive. It 


our assets totalled $3 


5,841,807.60 
‘300 Millions In Force Before 


showed a $4,602,538.63 


and had 


1927. 


we 


Because the $2,500,000 of capital and surplus (not including dividends set 


aside for 


holders are 


policyholders) affords a 
well assured of their Company's bright future. 


wide m: irgin of 


safety, 


agents and policy- 


We have some excellent openings for agents and give liberal renewal con- 
tracts. tf you would like to know more about what we have to offer you, 
write direct to: Agency Department, Jefferson Standard, Greensboro, N. C. 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


ULIAN PRICE, 


President 


GREENSBORO, 
North Carolina 


Over 300 Millions In Force 











ment given to the delegates by Charles 
H. Holland, president of the Indepen- 
dence companies. It was the consensus 
of opinion that the convention, — - 
pated in by the six major association 
of the state on a cooperative basis, was 
the most successful ever attempted, and 
that the insurance fraternity had bene- 
fited materially through the educational 
and entertaining endeavors of those re- 
sponsible. 

This morning’s program was devoted 
to a meeting of the National Fire Waste 
Council, Pennsylvania section, of which 
W. M. Goodwin of Bethlehem, Pa., 
chairman. G. R. Dette, former secre- 
tary of the Insurance Federation and 
now assistant vice-president of the 
Commonwealth Casualty, is district 
chairman of the council for Philadelphia 
Rollin Clark, assistant manager of the 
insurance department of the United 
States Chamber of Commerce, delivered 
a report on the Chamber’s 1926 fire pre- 
vention contest, in which he extolled the 
Pennsylvania cities for their record in 
the campaign. 

E. C. Lunt Talks on Surety 

“Suretyship is the guardianship that 
follows us from the cradle to the grave,” 
according to E. C. Lunt, vice-president 
of the Great American Indemnity 
“There is scarcely the same interpre- 
tation when we speak of surety as when 
we talk of casualty. We surety men re- 
gard casualty writers as babes in swad- 
dling clothes. For instance, we of the 
surety business have a happy faculty, 
it is alleged particularly in my case, ot 
requiring a principal to deposit with us 
an equivalent of his bond in gold bar, 
specie or bullion before we will give a 
bond. 

“While we say this humorously, it is 
yet a fact that no bonding company, 
properly managed, will take a risk un- 
less fully secured by a guaranty or 
guarantor against possible loss. In 
short, in the bonding business we refuse 
to recognize the possibility of a risk of 
loss. We work on the theory that the 
principal on bond is the maker of a 
note, and the bonding company is the 
endorser of that note, provided the prin- 
cipal proves his responsibility.” 

Mr. Lunt then described a day in or- 
dinary life of a man in the street, whose 
bath, breakfast, travel to his office, din- 
ner and transportation, employment and 


entertainment are all covered by surety 
bonds of some nature. 
Former Commissioner Speaks 
Thomas B. Donaldson, vice-president 
of the Eagle Fire and former insurance 
commissioner of Pennsylvania, reviewed 
the close contact between the Insurance 


and the in- 
the state from 


Federation of Pennsylvania 
surance department of 
1920 to 1926, and on the essen- 
tials or fundamentals in furthering the 
work of a volunteer organization of 
surance men and women 

“The Federation planned from 
origin to ally the three major groups 
of coverage—life, fire and casualty 
and all types of carriers into one ac- 
tively for the betterment of insurance 
interests generally and to be active 
though non-partisan in local, state and 
national politics,” Mr. Donaldson 

Haste Has Caused Defeat 

“During the last two or three 
some our our American volunteer insur 
ance organizations, especially the agents’ 
associations, have plunged into national! 
or state campaigns in an effort to ac 
complish something, but they failed to 
use foresight. They failed to that 
the outcome, especially when recourse 
was had to courts of record, might be a 
boomerang 

“Whatever 
achieved—and it has 
heen achieved quietly Never has 
started anything it could not finish 
which lacked a_ worth-while result 
Meddling with insurance statutes, rush 
ing to an insurance department for 
department is 


spoke 


said 


vears 


see 


ederation has 


done much—has 


the F 


ruling on matters a 

concerned with. campaigning on issues 
which are purely local or of mometar' 
importance, attaching conditions whicl 


ty com 


but represent the natural growth 
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The Northwestern Mutual Life 
Insurance Company 


In 1888 the Executive Committee of the Board of Trustees of the 
Northwestern, in a report to the policyholders, said: 


“The ambition of the Northwestern has been less to 
be large than to be safe; its aim is to rank first in 
benefits to policyholders rather than first in size. 
Valuing quality above quantity, it has preferred to 
secure its business under certain salutary restric- 
| tions and limitations rather than to write a much 





| larger business at the possible sacrifice of those val- 


uable points which have made the Northwestern 
pre-eminently the policyholders’ company.” 


The results obtained during the past forty years justify and de- 
mand continued adherence to the purpose and policy enunciated in 
that declaration. 


THE NORTHWESTERN MUTWAL 
LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
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alifornia 


The Springfield Life Insurance Company 
announces that arrangements have been com- 
pleted to enter the Pacific Coast field, and 
that 


R. H. JENKINS 
Suite 331 A. G. Bartlett Bldg, 
Los Angeles 


has been appointed as General Agent for the 
State of California. 


Real Old-Time, Life—Time Agency Con- 
tracts, with Liberal First Year Commissions, 
and Non-Forfeitable Renewals, are available 
to live, wide-awake men of proved ability. 














All Standard Policies are written, with or 
without Total and Permanent Disability, 
Premium Waiver and Double Indemnity. 

x 3) 














Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 














For information regarding territory and commissions, call 
on or write to R. H. JENKINS, General Agent for the State 
of California, Suite 331 A. G. Bartlett Bldg., Los Angeles. 
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merce and which cannot be halted in 
any event, have caused the downfall of 
volunteer organizations. The old axiom 
‘What cannot be cured must be endured,’ 
may better be said ‘it isn’t worth while 
to cure some things and they may be 
easily enduced.’ 

“The most essential thing in life is to 
recognize the essentials, and act upon 
them. It was the Federation which 
planned and effected the first of the an- 
nual gatherings known as Pennsylvania 
Insurance Days, which seek to weld life, 
fire and casualty interests into a major 
volunteer movement.” 

Round Table Meetings Held 

The second afternoon were 
sled with three separate round table 
meetings of the delegates interested in 
fire, casualty and health and accident in- 
surance. Sidney F. Law, superintendent 
of the automobile department of the 
Springfield Fire and Marine, gave a talk 
on some profits in selling that the aver- 
age agents overlooks. E. S. Joseph of 
Joseph & Kline, Harrisburg, and presi- 


sessions 


dent of the Unit System Company, 
gave a short talk on efficient agency 
management. 

At the casualty round table H. A. 
Warren of Wagner Taylor Company, 
Philadelphia, presided, and Robert I. 


Catlin, secretary of the Aetna Casualty 
and Surety, and J. J. lago, assistant sec- 
retary of the Fidelity & Deposit, spoke. 

W, B. Corey Places Blame 

“As I view the accident and 
business today, we ourselves are to 
blame for certain conditions we now 
have,” according to William B. Corey, 
secretary and treasurer of the Provident 
Industrial Life, Health and Accident 
Company, in an address before the 
round table on accident and _ health. 
“Our business is here to stay, and no 
doubt will witness many changes. 
Whatever is done now and in the next 10 
years will and should be done along 
constructive lines, and not with the 
thought of just for today.” 

Following Mr. Corey, George H. 
Saller, Progressive Mutual Aid, analyzed 
and compared the various forms of ac- 
cident and health policies with ordinary 
disability and accident contracts. He 
stressed the importance of the moral 
hazard in underwriting health and acci- 
dent forms and urged the agents to keep 
in mind the service to their companies 
as well as to their policyholders. 

At the close of the general session it 
was announced that the board of gover- 
nors of the Insurance Federation had 
taken no action on naming a successor 
for G. R. Dette, who resigned recently 
to become assistant vice-president of the 
Commonwealth Casua!tv. Mrs. Mary 
Fireng, who has been closely associated 
with Mr. Dette in Federation activities 
for the last five vears, was named 
assistant secretary. 


health 


Much Contract Talked 
“Insurance men talk too much con- 
tract, too much legal form, and should 


Tee 


keep in mind that, fundamentally, the 
public is interested, and vitally, in its 
own protection—and that is what the 


insurance man is selling,” Charles H. 
Holland, president of the Independence 
companies, said to the delegates at the 
banquet which closed the convention. 

“Instead of harping on the technical 
side of our business, I would suggest 
that the insurance fraternity adopt a 
new slogan—lI sell protection. For if 
the public buys a life preserver there is 
no worry about the insides of the life 
preserver or its cost. The public worries 
about its quality and its usefulness. ~ 

“Recently we noticed a change in com- 
pany spirit in its attitude towards the 
public. The introduction of a closer in- 
terest in public affairs as typified by the 
improving public relations movement, 
as it is called, shows we are not only 
beginning to stand together with the 
agents and companies but we feel we are 
policyholders.” 

Mr. Holland as host to 650 delegates 
at the biggest social event of the con- 
vention welcomed all insurance men to 
the fold of cooperative effort in a com- 
mon cause. His entertainment was con- 
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AMERICAN INSTITUTE 
ANNOUNCES ITS PROGRAM 


MEETING TO BE IN TORONTO 


Number of Interesting Topics Are 
Scheduled for Discussion at the 
Spring Conclave, June 2-3 


The program is announced for the 
spring meeting of the American Insti- 
tute of Actuaries to be held at the King 
Edward Hotel, Toronto, June 
There will be two business sessions each 
day. At noon the first day there will 
be a complimentary luncheon. The fn- 
stitute dinner will be held in the eve- 
ning. Special entertainment has been 
arranged for the ladies, there being a 
luncheon the first day and an automo- 
bile drive in the afternoon. On the 
morning of the first day there will be 
a trip to the Royal Canadian Yacht 
Club, where a luncheon will be served. 
The program is as follows: 

Formal Papers: 

“The Liabilities of Pension Funds,” by 
H. R. Corbett, Consulting Actuary, Chi- 
cago. 

“Interpolation 
cients,” by J. F. 
Iowa. 

“Modern 
ance,” by 
Toronto. 

Note on the “Most Probable Number of 
Deaths,” by H. L. Rietz, University of 
lowa. 

Discussion of 
meeting: 


°_92 
~~o. 


with Modified 
Reilly, 


Coeffi- 
University of 


Fraternal Insur- 
Pipe, Foresters, 


History of 
Sidney H 


paper read at previous 


“Osculatory Interpolation: New De- 
rivation and Formulas. Second Paper.” 
By W. A. Jenkins, Consulting Actuary, 


Chicago. 
Informal Discussion: 

1. Industrial Insurance.—What recent 
developments have occurred in industrial 
insurance in the United States and 
Canada? 

2. Group insurance. 

(a) Are there different types of cov- 


érage granted under group insurance 
plans and to what extent are these dif- 
ferent types sold? 

(b) What has been the development 


in legislation concerning group insur- 
ance, especially as to the basis of pre- 
miums and supervision of the business? 

(c) Has group insurance proven a 
satisfactory branch of the business of 
insurance companies? 

(d) What is the past experience and 
present practice with regard to the con- 
version of insurance on those lives leav- 
ing the employment of the firms insured? 

3. Social Insurance 

(a) To what extent have state insur- 
ance schemes been used in the United 
States and Canada for the various types 
of social insurance? 

(b) What future development in 
field may be expected from present 
cations? 

(c) In what manner and to what ex- 
tent are voluntary schemes of employers 
end employes used to provide insurance 
egainst death, sickness, old age, etc.? 

4. Foreign Currency Depreciation: 

(a) What has been the experience 
and the practice of the companies doing 
business in foreign countries as the re- 
sult of the currency depreciation in such 
countries? 

tb) How 


this 


indi- 


has this experience differed 


as the result of the writing of policies 
in the currency of the country of issue 
or in the currency of the country of 


delivery? 


sidered the highest compliment that 
could be paid to the organizations par- 
ticipating, and was admittedly the out- 
standing example of the generosity and 
good fellowship of the general meeting 


Barr On Agency Trip 


J. F. Barr, agency superintendent of 
the Kansas City Life, left Monday for 
a short tour of the eastern agencies of 
the company. Mr. Barr will visit Chi- 
cago, Detroit, Cleveland and some of 
the southern agencies of the company. 
returning by way of Birmingham and 
Nashville. He will be gone about two 
weeks. 
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om Wise knows 
Eve 


N applying his yardstick to the ideal connection 
for a man in the life insurance business, Tom 
Wise considers the importance of a clear-cut, det- 


inite plan. 


First, there must be the fundamental plan accord- 
ing to which the company itself is building. Next, 
there must be a workable plan, offered out of the 
company’s wisdom and experience, which the agent 
can whole-heartedly adopt. It should be a plan 
which will go into his field with the agent, develop 
prospects for him, provide financial backing fot 
him, insure for him the cooperation of strong in 
terests in his community, relieve him of office deta] 
and assure future independence and security, 

Tom Wise believes he is justified in demanding 


such a plan, because he knows that successful bus 


Ef 





sound structure 
is built in orderly accord: 
ance with a definite. . . 








-— 
—— 


nesses are no more the result of accident than are 
successful buildings. 

Every detail of a skyscraper, Wise reflects, was first 
created in the mind of the architect. These details 
were drawn with mathematical exactness on paper. 
Then the building went up in accordance with the 
dreams and drawings of the architect and under his 
zealous supervision. 


Tom Wise knows that a single stone out of place 
undermines the strength of a skyscraper and that 
one small flaw can demoralize an institution. 


He demands that the company with which he unites 
shall be rooted securely in integrity ; that it shall be 
fortified by ribs of steel; that its plan for itself and 
its agents shall be practical in conception, conscien- 


tious in development, and thorough in realization 


INTER-SOUTHERN LIFE INSURANCE CoO. 


CAREY G. ARNETT, President 


Capital, Surplus and Reserve for the Protection of Policyholders - - 


Home Offices, Louisville, Ky. 
$13,563,462.03 


Plan 


~ 
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More Than Ordinary 
Opportunity Awaits 


the man who secures and builds an 
agency with the American Central 
Life Insurance Company, which is 
28 years old, has over $200,000,000 


in force, and operates in 24 states. 


DISTRICT MANAGERS 


are offered contracts scientifically 
designed to yield a generous com- 
pensation in proportion to results 
obtained in agency development. 


The most modern methods of 
selecting and training new men 
coupled with active co-operation by 
trained territorial Superintendents 
of Agencies, render organization 
work with the American Central 
very profitable and pleasant. 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 




















| FRANK PENNELL OFFERS ~ 


VALUABLE SUGGESTIONS 


| Tells Material He Would Use as 
| Life Company House Organ 

| Editor 
} 


HAS UNORTHODOX VIEWS 





Prominent New York Man in Insurance 
Advertising Conference Address 
Condemns High Pressure 


HARTFORD, May 25.—Frank W. 
Pennell of the Life Insurance Associates, 
New York City, and one of the out- 
standing producers of that city, gave an 
extremely interesting address here this 
week before the Insurance Advertising 
Conference. Mr. Pennell, a former 
| newspaper man and for a time a mem- 
| ber of THe Nationat UNDERWRITER’S 
editorial staff, is too much of an indi- 
vidualist to hold orthodox views. He 
thinks for himself, and that his think- 
ing is right to the point is indicated by 
his annual production. Some of the sug- 
gestions Mr. Pennell offered in his ad- 
| dress are herewith given: 

“The selling of life insurance is basic- 
ally ‘applied journalism’ and the largest 
producers of life insurance, are always 
have been, and always will be skillful 
newspaper men rather than super-sales- 
men. I make this statement in full rec- 
ognition of the fact that a large class, 
in fact the majority, hold allegiance to 
a different principle or method, to wit: 
that all people are prospects for life in- 
surance and that the volume of business 
a particular agent will write will be in 
direct proportion to his mastery of the 
principles of so-called ‘scientific selling.’ 


Questions High Powered Methods 

“While admitting that many of these 
| principles have their uses and their ad- 
vantages, I believe that far too much 


| emphasis has been placed upon them. I, 
| for one, resent the fact that so much 
| mystery is today being placed about 


the selling of life insurance. I question 
seriously the value of most of the high 
powered methods of selling. I dispute 
as untrue the theory that practically all 
men can be sold if handled ‘scientifically’ 
and I predict an early return to some 
of the old-fashioned, unobtrusive and 
quiet methods that mark the work of 
the men who year in and year out swing 
the big production in our business, the 
kind of business that stays ‘put,’ that 
fits and satisfies the purchaser, and that 
reflects itself favorably in the mortality 
and lapse records of the companies. 


Must Re “Star Reporter” 


“Years of observation and study of 
the sales methods of others, as well as 
the results which have obtained for me 
in my own work, convince me that 
star producers are, in newspaper par 
lance, ‘star reporters.’ They work their 


‘beats.’ They inquire. They inves- 
tigate. They dig up facts about others 
They uncover situations. They elim 


Thev know 
to buy in 


inate the unfit from the fit 
| the motives that induce men 


surance at a certain time. A good life 
insurance producer continually ‘scoops’ 
his competitor. He knows about the 


changes that go on in the business world 
before they ‘break’ as general news. He 
knows who is making money and so 
has buying power. He knows about the 
new babies, the engagements, the mar 
riages. He locates the new generation 
as it leaves the high schools and uni 
versities to enter business ty observa- 
tion, by questioning and by imagina- 
tion, he also determines, which is quite 
as important, those people whom he 
should avoid, those who have enough 
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insurance or too much, those who are 
too selfish to be unselfish in respect to 
their families, those who are morally 
or physically unfit, those sliding back- 
ward instead of ahead, those countless 
others commonly classified as unhatch- 
able China eggs. 


Much Sales Material “Rot” 


“If I understand your status in your 
home offices correctly, you not only « 
rect the advertising and publicity 
your companies, but, even more in 
portant, you help in the instruction and 
guidance of your field forces largely 
through the preparation of home oft 
literature and field publications. A vas 
amount of sales material comes to you 
for your editorial selection and discrim- 
ination. Much of this material must 
appeal to you as clever or smart or un- 
answerable. I say to you that all oj 
it is sheer rot when shot at the man who 
is not a prospect and never will be and 
that much of it is rot even when used 


| 





FRANK W. PENNELL 
Prominent New York Underwriter 


man who is a prospect. But | 
suggest that you never discard mate 
rial which will assist the 
firing line in the 
discrimination as to facts, an inquisitiv 
mind, an ambition to ‘scoop’ his com- 


with a 


man on the 
development of a fine 
{ 


petitor on every timely situation, and a 
‘prospecting nose’ as keen and as true 
as that of the finest setter that ever 
wore a ribhor 
Preach Value of Work 

“Since in vears gone by I once di 
rected field literature large eastern 
company, perhaps it might be of somé 
interest to you to know what my at 
titude would be were | to return to that 
desk today and start in where I left off 
First and foremost, I would preach 
month in and month out and at every 
possible opportunity, the value of time, 
the value of the habit work Inject 
laziness and _= sloth = int the finest 
equipped salesman in the world, and he 
will not produce The great curse of 


most life insurance any type ot 
salesman for that matter, 1s 


men, or 
comMMIssion 
their inabilitv. to 
their own time 


organize and direct 


Insixt Upon Knowledge 
“Tl would work unremittingly to sell 
to every man with mv company, the 
weekly quota idea production—s« 


weeks each vear 
just as I 


much each week, fifty 
I would make it 
made it a personal 
me mv nine with the book 
I would get out into the field and preach 
ir to every one I would strive to have 
the field forces of my company keenly 
awake to the importance of having at 


in obse ss1on, 
have obsession du 


vears rate 


their fingers’ tips a comprehensive 
knowledge of every fundamental con 
nected with their business Not, mind 
you, that this knowledge should he on 


constant parade before their prospects 
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Why You 
Should Represent 


The Missouri State Life 


ga — —_— $e > 
HE MISSOURI STATE LIFE is one of the fastest growing life 
insurance companies in the United States—a great Company daily 
growing greater. 


Its multiple line of Life, Accident and Health, and Group insurance mul- 
, tiplies your opportunity for success. 


Its central location, with Home Office in Saint Louis, “the city surrounded 
by the United States,” means minimum of time in handling applications, 
claim settlements, and all matters of correspondence. 





Its complete organization, thoroughly departmentized, offers unexcelled 
service to both Agents and policyholders. 


Its Branch Office service, available in twenty-six of the principal cities of 
the country, extends to field men the personal cooperation of trained rep- 
resentatives in each of its multiple lines. 


Its progressive pioneering spirit makes it a most desirable company for the 
live, forward looking agent to represent and its new, liberal policy forms 
offer attractive selling plans. 


Its substandard department greatly extends the Agent’s possibilities for 
writing profitable business at most favorable rates. 


A connection with the Missouri State Life offers you an unusual opportu- 
nity to become the master of your own affairs and to increase your earn- 
ings from year to year. 


The Company is anxious to make connections with high-grade ambitious 
men and to assist them to become their own masters in building up a clien- 
tele of their own. 


If you are interested in establishing yourself in a pleasant, profitable busi- 
ness, we shall be glad to hear from you. 


Insurance in Force April 30, 1927 


$687,307 ,814.00 


A Great Company Daily Growing Greater 


Missouri State Life 
Insurance Company 


M. E. Singleton, President Home Office, St. Louis 
LIFE ACCIDENT HEALTH GROUP 
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7 Outstanding Features 
of Pan-American Service 


1. Educational Course -- teaching the 
fundamentals of the profession 


Individual Sales Planning—developing 
prospects and securing interviews 


Unexcelled Life Policies—fitting every 
need 


Child’s Educational Endowment—guar- 
anteeing the future education of the 


child 


Combination Life and Accident and 
Health Policy—makes protection sure 





All forms of Accident and Health In- 
surance—both Commercial and Non- 
cancellable 


Group Insurance—an undeveloped 
held 


~] 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 





























but that it should be available instantly 
when required. 


Read Trade Papers Keligiously 


“It is not enough that a man know 
his own company, its policies, its rates, 
and its practices, but he should read his 
trade papers religiously, and no _busi- 
ness is more singularly blessed than ours 
in this respect, and he should also study 
the many other publications that are 
available, to the end that he is at all 
times abreast of his profession and able 
to discuss intelligently with his clientele 
trends and changes that are of concern 
and of value to them. 


Send Picture Stories to Agents 


“Much indeed would I send out to 
my readers on the question of the spe- 
cial options of my company’s contracts. 
Stories, in vivid pictures form, and what 
these options mean when worked into 
income form. Stories, every issue! For 
in those special options lie the great 
motives that induce men to buy insur- 
ance and to keep it inviolate, once 
bought. I would keep hammering away 
with those pictures, even at the risk of 
reiteration, which is a price no editor 
likes to pay, because with only 4 or 5 


| percent, if that, of the life insurance of 


this country on an income basis today, 
the talking points are innumerable, the 
benefits to the insured invaluable and 
sorely needed, and the rewards to the 
agent immeasurable. 


Teach Viewpoint of Buyer 


“I believe I should also talk repeat- 
edly through my columns concerning the 
viewpoint of the buyer. I have always 
had a great respect for that man behind 
the desk. I think that I can look out 
upon his horizon with my own eyes. I 


| say this because I too sit behind a desk 


lin to 


as a potential buyer and salesmen come 
me. I do not feel that I 


see 


| differ from any of you in this audience 


| office 


in a natural reluctance to be sold any- 


| thing in the sense of being more or less 


forced into a corner and compelled to 
sign my name either in a desire to get 
rid of the salesman or because I am not 
‘hard-boiled’ enough to say ‘No.’ Count- 
less sales are made, I grant you, by the 
high-pressure method, but such a method 
entirely overlooks that greatest principle 
in merchandising, namely, the repeat or- 
der, the building of a clientele. 


Forced Sale Is Last 
“As a rule where a sale is a forced 
sale, the salesman is through for all 
time. He never can hope to come back 


to the same buyer and if he does it will 
do him no good. On the other hand, 
if he has had as his primal objective the 
taking of that man off the market per- 
manently, in respect to his competition; 
if he has made of that man a friend; if 
he has permitted that man to do some 
of the thinking and some of the choos- 
ing; if he has sold to that man the 
thought of service, and then has lived 
up to it faithfully afterwards, he has 
achieved two of the greatest objectives 
in selling. He has assured himself of 
the new business that will come from 
that man with the passage of the years 
and he has made of that man a friend 
who will take pleasure in bringing his 


friends into the fold. In this respect it 
might be interesting if I mention that 
out of sales last year of approximately 
$1,500,000, over $1,000,000 of my _ busi- 
ness was written on the lives of old 
policyholders, and I fully expect this 
year to exceed the $2,000,000 mark in 


repeat business. 
Avold Return Policy Waste 


“In illustration of the principle of per- 
mitting a man to buy rather than forc- 
ing him into the sale, I would also like 
to mention with pride, which I hope 
will be pardoned, that in all of the years 
that I have been in business I have yet 


|! to send back a single policy to a home 


for cancellation despite the fact 
very little of this business has ever 
been prepaid. And yet I know great 
numbers of agents who never consider 
their business as paid for until the check 
is in, and I know considerable also of 


that 





the great numbers of policies that are 
returned to the home offices at a terrific 
cost to the issuing companies. 

Value of Small Policies 


“Again, I think I should discuss very, 
very often in the home office publica- 
tions the question of the value of smal] 
policies, particularly to the new agents, 
I would urge to these men the advisabil- 
ity of placing far up on the list of the 
company’s leaders in respect to volume 
of lives, as against leadership in volume 
of business. Personally, even today, I 
would rather write 200 men for a total 
coverage of $1,000,000 than I would to 
write 10 men for a total of $1,500,000. 
I say this because, in all probability, I 
would have at once exhausted the possi- 
bilities of the 10 men whereas I never 
could exhaust the possibilities of the 200 
policyholders if I had been careful in 
their choice. 


Grow With Clients 


“It is a marvelous thing to write a 
man at the inception of his career and 
to go along the road with that man as 
his career opens up. Many the man I 
have written for a very small coverage 
in the beginning and have witnessed 
that small line grow and grow through 
repeat orders as that man became more 
and more successful. In other words, 
the litthe man oi today is the big man 
of tomorrow and the chief difficulty in 
selling a man once he ‘arrived’ is 
that the salesman who then attempts to 
break in finds that some agent has gone 
along with that man from the beginning, 
giving service, understanding his ideas 
on life, assisting him in many ways, and 
hence is too strongly entrenched ever 
to be displaced. 


has 


Encourage Individuality 


“It has further been my observation 
that over the past 15 years there has 
been a tendency toward the standard- 


ization of salesmen. In other words, it 
would seem to me that there has been a 
marked disposition to attempt to turn 
out salesmen on the same theory that 
Henry Ford turns out cars, that is, a 
piece of human machinery built accord- 
ing to standard specifications. If I were 
again an editor, I think that I should 
be inclined to urge every man to de- 
velop himself along natural lines. I 
think I should undertake to say to my 
readers that there are as many methods 
of selling life insurance as there are men 


in the business. I think I should cau- 
tion the agent against throwing into 
the discard those methods which were 
creatures of his own personality and 


intellect in order to take on those of 
others who perhaps had made a little 
larger place in the sun for themselves 
I believe that the lowest men on the 
lists can work into the highest brackets 
if they will only be themselves, if they 
will only spend as much time in devel- 
oping and analyzing their own abilities, 
as they do in attempting unreservedly 
to adopt the ideas and methods of 
others. 
Learn to Stop Talking 


“Very frequently, in fact, several times 
a year, I think | would write articles 
for the agents, giving illustrations of ac- 
tual happenings in the field, of the great 
value of the art of being a good listener. 
In other words, I believe that countless 
sales are lost because of the agent talk- 
ing himself out of the picture but rarely 
has a sale been lost where the prospect 
is permitted, without interruption, to 
discuss the things which are of most 
interest to him. 


Purchasers Are Defrauded 


“One thing that I have never been 
able to understand is why so many men 
who have long been in the agency end 


of life insurance persist in talking net 
cost, and contract, and the ‘grand old 
company’ in preference to talking the 
great value of intelligent agency serv 
ice. Last month I discussed with Wins 
low Russell the great turn-over in the 


agency ranks as evidenced by the figures 
brought out recently by the Life Insur 
ance Research Bureau of Hartford. As 
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recall, out of every 200,000 men under 
ntract in any one year, some 60,000 





















led to survive their first year in the 
isiness. To me, this means but one 
thing: That all the people who have 
. purchased life insurance from these 
short-lived salesman have, in a sense, 
been defrauded. They are paying to the 
panies a premium carrying with it 
1 renewal commission, that renewal . 
mmmision entitling them to agency 
service, which, by the very nature of nICcCAGe 
ings, can never bé as_ successfully (4 
—_ | 


given by general agent, or by the com- ——_— 

iny, as by the agent of record, assum- JAMES W. STEVENS, Founder 
ng that agent of record to have been 
a fixture in the business, and cz2pable 
of giving the same service that veterans 


the business can and do give 





Continuous Service Needed 
“With most men a life insurance pol- h Id ] 
t ; sure 1 ’ | . 
icy is subject to constant evolution. e ea 
Contracts change; the _ policyholder’s ° 
: needs and position in life change. In- Agenc f icer 


come agreements drawn today are ob- 


solete tomorrow ; new laws come in to HE ideal agency officer is one whe knows his 
change the picture; premium notices go company from the ground up—thoroughly knows 
' astray; days of grace expire. Policy and has confidence in his superior and fellow 


! lave to 1 “~cotiate (ry ofte officers, and having this information and this imtimate 
vans have to be ne gotiate d very often acquaintance is willing to stand by that company and 
almost an instant’s notice Death those officers just as loyally and steadfastly as though 
claims arise, involving questions that he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 


nly the deceased and the agent had a 
lear understanding of and sympathy 


th. I think I may say without iear of dealing, showing equal favor to all and unequal oppor- 
contradiction that, of iar greater value tunities to none. 
in the conservation of business than the He must be deeply appreciative of the difficulties 
combined effort of the general agent which confront the man behind the rate-book, and 
d of the home office, is the quiet work from the well of his own practical experience and 
ot the established agent; and that much knowledge be able to counsel wisely and advise in- 
- § . telligently on all the multitude of big and petty 
of the lapsation, which all of vou know problems and disputes which are forever coming up 
is extremely costly, may be directly at- in an active agency organization. 
tributed to the heavy mortality rate He must be a man of quick and positive decisions, 


and his oral promise once given must be as binding 
as though reduced to writing. 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 


among agents, owing to poor selection 
Therefore, in my columns, I think | 
should urge the company’s proven sales 
nen to get away from so much talk of 


‘ost and to get across 


M contract and of c 
» their people the great idea of the ——. ry pe a UY es at's 
service to which they are entitled, and lack of success, and so constituted temperamentally as 


to be burdened without irritation with the thousand 


which they certainly will enjoy if they 4 Setle complaints and troubles of the mee 
and one rou 





make as —— a entection of their agent who compose the agency organization. 
record as yd the company 
_ record as t ey do of the company In brief, the successful head of an agency depart- 
which is to have the contract. ment is the “Little Father” of the organization, and 
upon his patience, forbearance and good counsel, and 
Would Concentrate Efforts the degree of respect and confidence he enjoys of the 
: . men under him, depends the success and the strength 
“Many the agent guilty of that old of the producing force. 
fallacy, of thinking that the distant pas- 
ture is greenest. It is my own belief 


that, in these days of big business and 
huge corporations, it is possible for an 
agent to write an excellent volume by 
contining himself to one or two or three 


, : : a r s resi 
of such institutions. Certainly if it is From eddress of R. W. Stevens, President 


Iiimois Life insurance Co., Before Life 


possible for some agent in a small city Agency Officers Association, Chicago 
ot 6,000 to 15,000 population, and there November, 1925 
ire many such agents, to write $1,000,- 

. 000 a year it is equally possible for a 


man in a large city to write a similar 
imount if he will only work as inten- 
sively in some one institution as does 
the small town or city agent in his com- 
munity. Since you are advertising men, 
think of the self-advertising possibilities 
which are open to the agent who has 
created a strong identity in a certain 
institution, or industry, or section of a 
city. He is thereby enabled to keep 
in constant touch with his policyholders 
He gets the news of events that spell 
business for him as easily and as quickly N 
is does his small city contemporary. 
\equaintances and more clients develop 
into friends through frequent contacts 
Chese friends add to his popularity, and 


7 o a. 
to his prestige: he knows well in ad- Inols | ife Insurance O 
vance those who are destined for pro- ° 
gress. Because of this intensive work, 
he greatly conserves his time which, in C H I Cc A G O 
the final analysis, is his greatest asset.” 
Y ‘ ~ 
James W. Stevens, Founder 


Hold Meeting in Toronto " ™ 
The mecting of the executive com- C m 4 
! rittee be ys I ife penta Micers* \s- Greatest Illinois 0 pany 


sociation will be held Tune 13 in To 


mto in the office of FE. J. Harvey of 1212 LAKE SHORE DRIVE 
the North American Life, who is vice ee P 
hairman of the bureau H. H. Arm 
trong of the Travelers is chairman The Illinois Life ts The Dean of the Illinois Legal Reserve Companies 
he Life Insurance Sales Research Bu ; 2 . 
reau will hold its eastern spring meeting 
he two davs following tin Toronto 
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REID HEADS THE LIFE 
OFFICE ASSOCIATION 


OPPORTUNITIES IN THE WEST! | ports 


i MEET IN ATLANTIC CITY 











Openings for District Managers in | Management Body Makes Changes— 


CALIFORNIA IDAHO | Committees Assigned to Study “nA | 
OREGON NEBRASKA | Various Home Office Problems That’s just what they all | 


say when they see how 








Very liberal commission contracts. All forms of | E. E. Reid, general manager of the Sales P ion De- 

i a eo ee 5 é ane our oaies romotion e 

life policies fully up to date. Ages 1 to 65. London Life of Canada, has been elected partment helps the man 
ONE OF THE STRONGEST COMPANIES | president of the Life Office Management in the field. Then too our 


IN THE NORTHWEST | Association, succeeding Henry Bruere. men have the famous 


Mr. Bruere was a vice-pzesident of the 


| Metropolitan Life but left that company | ~ ] B k 
M I DLAN D NATIONAL PS FE to become vice-president of the Bowery |] a es oOo 
Savings Bank of New York. | : : owe 

Watertown, South Dakota Atlantic City will be the place of the which contains selling 

| next annual meeting, which will be held | J} charts, poteases and other 
on Oct. 6-8. The last day, Saturday, material illustrating the 
will be devoted to visits to the offices following : 
of Philadelphia companies that are mem- -oum>>- i 


GREA REPI IBLIC IFE bers of the association. At noon Sat- 
urday there will be a luncheon given by 1. Non-Medical 


the Fidelity Mutual Life in its new 2. Salary Savings 


INSURANCE COMPANY , irwotngpetate ge lage a 
anges in the officers, made neces- 


Cine : Sar 4. Juvenile Policies 
of LOS ANGELES CAL: sary by the promotion of Mr. Reid to 5. Payor Insurance 
‘ ; the presidency, are as follows: Roy M. 6. F y le I 
Jones, of the Atlantic Life, was elected EE 
. e : a ; 7. Participating 


ATTRACTIVE GENERAL AGENCY OPENINGS IN TEXAS | vice-president to succeed Mr. Reid; W 
succeed Mr. Reid; ; 8. Non-Participating 






























































“ : ‘ . : , ‘ : | F. Dobbins, vice-preside i the Met- 
Now available with this Progressive California Company in panaiioaa gg eggs eae pig Reams iy 9. Sub-Standard 
connection with its plan to establish Direct General Agencies succeeding Mr. Jones. 10. Health-Accident 
in Houston, Dallas, and other large cities in that field. Very President Bruere initiated a program | Qu 
liberal contracts and fine line of policies. Applications now of committee study of several of the | 
being considered from men of successful experience and satis- more important subjects in which home | 
3 geen a. BF intenantell exett “: othce executives are interested and } 
factory records. tI interested write or wire. which were continued under the direc- | ey e ~ 
W. H. SAVAGE, Vice-President tion of Mr. Reid. They are as follows: 
mesht Subfects Listed also—that our Home Of- : 
Great Republic Life Building, 756 So. Spring Street i Petia Caettsaction ; fice cooperation can't be 
H H . puns zSs- » s c oO ’ ae- ra 20 M4 = ae 
Los Angeles, California sign, layout, equipment. beat, so we will just pass 
2. Training of home office employes. the word along to you— 
——_—— - ~ 3. Health of home office workers. we're proud ot it. 
4. Scientific management in home of- 
COMPLETE COVERAGE fice administration. Standards of indi- ~- Gum -- 
vidual production. Routines. Tests for 
FR A N LE UR E fitness, psychological, manual dexterity. 
| Piece rates Sonuses. Fatigue studies. ome errl or 
. o | Motion studies Job analysis y 
Life Health Accident 5 eee. ontrol of expenses and 
: oe * = — - cost keeping. Present practices. New | 
Life ete Policies—Accident developments. . | is available in the states 
icles © en ga : of Illinois, Indiana, Iowa, 
“CO S ANetentiol 0 str 5 ’ : 4 4 4 
Sub-Standard Standard Super-Standard of records and Galanin pone Michigan, Missouri and 
One Company One Correspondent One Contract ae under appropriate classifications of — for rs Agents 
the business , , ce ? } 
400 Popular Life Forms 7H & Aand Auto Injury Forms Group Protection - nee ) and external colstons a 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michigan, How is home office work systematized |] sr ) 
Pennsylvania, West Virginia, Texas, Oklahoma, California, I]linois. and coordinated What practical coe- | 
ss ‘ . trnuous method can be developed for ABRAHAM LINCOLN LIFE 
TELL IT ALL in your first letter—your confidence will be duly respected the exchange of information on better 
pending your decision to accept or reject. practice between companies | INSURANCE COMPANY 
THE OHIO STATE LIFE INSURANCE COMPANY Sn ee Sales | Formerly Mutual Life of Mins 
COLUM B O Special report No. 8 has been sent out, | 
U S 9 H I oO | being a review of a recent questionnaire Home Office Springfield, Illinois 
when AOR Peo: - covering the following subjects: (1) H. B. HILL, President 
. a office policies followed in hand- F. M. FEFFER 
: ; > : — ing lapses and reinstatements: (2) — Pinata : 
Exceptional NUMBER of National Life Salesmen have increased Company practices concerning the use | a a 
their earning ability by fifty percent through the Na- of “extension agreements” and “notes”: ———— =— = 
Sales tional Life's popular low-cost policies. This same oppor- 3) Proc oon : - narced 
O tuniey is on to you through a Noten! Life Contract. (3) c tented pre --ag in granting cash Abraham Lincoln Life Insurance Co. 
rat) An lowa Corporation operating in twenty-five states. Cor- surrenders and policy loans | : , 
pportunity respondence invited Applications for membership ave _—— — 
F - i I ' r Bw Gentlemen: 
T ° vecn received recently trom the nion Kindly send ¢ information regard- ‘ 
National Life Association Labor Life, Washington, D eS Rainard ing pa Bang the nate ol 
Home Ofice: Des Moines, lowa B. Robbins, vice-president-actuary, and | [| 
J te Neal Alba - Monarch Life, Springfield, Mass.. L. C. | 
Clark, treasurer |S ae 
_—— = | | 
Whole Family Insured | Name 
The Ohio State Life is pomting with 
E k M | d A + justifiable pride to the family of Loval Address Pessgetes ae. ; 
ure a- ary an ssurance 0. Spicer, who with his three sons and 
five daughters is insured in that com Town.... a thiaeanichatiaaias anne 
OF BALTIMORE, MD. pany, through C. W. Halfhill of Mercer. | 4 
Incorporated Under the Laws of Maryland, 1842 .. one of the directors of the company D *t 
WE ISSUE | Mrs. Spicer also was insured in the on 
Ohio State Life. She died several years ig 
STANDARD ORDINARY AND INDUSTRIAL POLICIES azo. Mr. Spicer was one of the com- | [| Write 
J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Treasurer | pany’s early policyholders He has out /, U he Coupon) 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director | lived one 20-year policy and has taken lens . "soe 
| Out another, 

















viim 








XUM 


May 27, 1927 


PLANS ANNOUNCED FOR 
ASSOCIATION OF AGENTS 





OUTSTANDING EVENTS NAMED 


Northwestern Mutual Field Men to 


Meet in Home Office, Milwaukee, 
on July 25-27 


MILWAUKEE, WIS., May 25 
Seven high lights of the annual conven- 
the Association of Agents of the 
Mutual Life have been 
called to the attention of the members 

Clifford L. McMillen, home general 
agent at Milwaukee and president of the 
issociation, who that will 

ike this meeting one of the most im- 

rtant in the history of the association 


tion of 
Northwestern 


says these 


Have Several Headliners 


include the keynote 


The high lights 
dress by Flavel Wright, general agent 
St. Louis, two sessions devoted ex- 


usively to business insurance, one ses- 
sion to canvassing efficiency, instructior 
n the art of keeping fit by a nationally 
known health expert, the a1 
vether dinner, the annual company 


ai uc 





er at which Martin L. Davey, president 
the Davey Tree Export Compan 
d congressman from Ohio, will be the 


main speaker, and the closing session at 
which M. J. Cleary, vice president of the 

mpany: Charles H. Parsons, superin- 
tendent of agencies, and John A. Rey- 


Tru + 
rust 


Ids, vice-president of the Union 
mpany of Detroit, l be tl 





, 
Willi DEC 


: ’ 
spcakers, 








Three-Day Session 
The program which has been draw 
by the standing committee heade 
H Eariey, agent at Brooklyn, has 
st been announced. T] neeting will 
eld as usual at the home office, ] 
25, 26, and 27 It will open Monday 
ning, with Mr. McMillen as chair 
nan. The invocation will be pronounced 


nd W. D. Van Dyke. president « 
Northwestern Mutual Life, will ress 
e agents. Mr. McMillen will give t! 
response for the agents 
The keynote address will be sounded 


Mr. Wright, who will take 


subject, “Intelligent Increased Produc 
tion,” which ts also the slogan for the 
meeting this vear Mr 


Wright made 

such a decided hit at the meeting a year 

that he was chosen for tl Ke\ 
er this vear 

r. A. Cox, Ir.. of St. Louis is chair 

an ot afternon session, which w 


the 


e preceded by trips through the home 
thee building under the s1 
\V. Rav Chapman, assis 
endent of agencies Andr 


vert, agent with 





nan, general agents a : 
e first speaker on the at 
gram with the subject of : 
Insurance.” Wilham Lachenmai« 
ealth specialist at Milwaukee, will give 
short address on “Keeping Fit’ 
Corporation Insurance” will be = dts 
ussed by Arthur (¢ Hoene, gener: 
gent at Duluth, Minn., following whx 
e General Agents’ Association and the 


District and Special Agents’ Association 


ill hold their annual meetings The 
general agents will meet in the club 
room at the Hotel Ptister, while the 


istrict and special agents remain a 


me othecc 
Dinner 


Plan Get-together 


On Monday evening, the annual get 
together dinner is to be held and will 
in charge of Albert G. Ruben of New 
York City [he tentative program tor 
this event includes the reception of oth 
rs presentation of honor buttons 
tertaimment of a high quality Phe 
Marathon club will be special guests 
The Business Insurance clinic will get 
nder wavy on Tuesday morning, and 
Milton L. Woodward, general agent at 
Detroit, is chairman The first two 
peakers on the subject of business im 
surance Sam 1 Swansen, assistant 
unsel, and Ralph FE: Perry, assistant 


secretary, at the home office. They will 
be followed by a group of from six to 
ten agents of the company who are 
skilled in the subject of business insur- 
ance. These agents will answer ques- 
tions on this from the platform. John 
P. Davies, assistant superintendent of 
agencies, will speak on “The One Man 
Business.” 

At noon, the district and 
agents will hold their luncheon confer- 
the Hotel Pfister, and E. T. 
district agent at Lexington, 
be chairman. A speaker who 

be chosen, will talk on the 
training, and financing of the 


special 


ence at 
Procter, 
Ky., will 
is yet to 
selection, 
new agent. 

Will Award Prizes 


Prizes for the highest production 
be awarded at the opening of : 
day afternoon v Mr 
Earl Lincoln of Akron, O., is chairman 

this Albert M. Plum, ! 
1¢ Pearson and Larson general 
at Kansas City, Mo., will talk on 
sonal Efficiency in Canvassing al 
Victor M. Stamm, with the McMill 


home general 


session, by 


session 











sion with his talk on “My Canvassing 
Methods.” 
In the evening the company banquet 
will be eld at the Hotel Piister, where 
r ess 





LIFE INSURANCE EDITION 


Election of officers and the standing 
committee for the ensuing year 
occupy the first part of the Wednesday 
morning session, of which B. J. Stumm 
of Aurora, Ill, is chairman. “Coopera- 
tion of Life Insurance and Trust Com- 
panies,” will be the subject of the ad- 
dress by Mr. Reynolds at this session 


and Mr. Cleary will talk on “Service 
Sells Life Insurance.” This will be the 
final meeting of the annual gathering. 
ntertainment for the ladies at the 
convention will include the two ban- 


quets and an afternoon at Oconomowoc 
Lake, where golf, bridge, boating, and 
swimming will be enjoyed 
Details for the annual convention, 
which have not been announced, will be 
made known later 
Mr. McMillen is 


tendance of over 


anticipating an at- 


1,000 agents at the 





convention this year, and hopes to have 
the attendance t« Pp the record ot a year 
ago 
A. T. Downey Appointed 
\ i Downey as beer appointe 
s gent he Roval Union Lite 
> Dak i id make s 
‘ ers _ ix falis He was 
me v e M eso Mut 
rece \ e Centr l 
sas cesstul pr lucer al! 
rt ‘ 
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|AMERICAN ACTUARIES TO 
TAKE PART IN CONGRESS 


LONDON SESSIONS 

to Be Read at International 

Affair—Forty-one to Attend 
From This Country 


IN JUNE 





Papers 


presented at the eighth 
Congress of Actuaries in 


Papers to be 
International 





London on June 27 by American and 
Canadian members are as follows 

1. Recent Developments in Industrial 
It surance 

Death Rates Among Lives Insured 
Under Industrial Policies, by John K. 
Gore, vice-president and actuary, Pru- 
dential 

= Disal t Be ents Lite Ins 
ince Contracts 

Disability Benefits Under Life I 
ince ( tracts the [ ted States 
Lanada by \ H ter c et act 
New York Life 

(srour Insurar 
r Deve pmet rf I sur 

nce. bv W. J. Grahar 2nd_ vice-presi- 
lent. Equitable Life Ass ance of Ne 
York 

Group Life Insurance i: United 











( 





“AN EASY BUSINESS— 
IF YOU WORK IT HARD 


A Hard business If You Work It Easy” 


The above is quoted from the booklet 
“Matching Wits with the World”. 


“Matching Wits with the World” is a master- 


piece on life insurance as a vocation. 


It is 


published by The Ohio National Life Insu- 
rance Company—A copy will be sent to you 
on request. 


The Ohio National Life Insurance Co. is 
licensed in sixteen states and has attractive 
open territory. 


Address 


FOR AGENCY RELATIONS 





T. W. Appleby 


President 








THE 


OHIO NATIONAL 


LIFE INSURANCE COMPANY 


of 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


Supt. of Agents 

















THE NATIONAL U NDERW RITER 











A wishbone instead of a 
backbone is not so good. 


If you're just “wishing” 
in the insurance busi- 
ness....aon t come to us. 


But if you have a man- 
sized backbone and 
want to put it to work 
where the greatest op- 
portunity offers, drop 
us a line. 


Our Square Deal 
Agency Contract will 
be of interest if you are 
living in or thinking of 
moving to Wisconsin, 
Minnesota, lowa, or 
Ohio. 


Insurance Company 





1 West Main Street 
Madison. Wisconsin 








| Substandard 





; actuary, 





dent and actuary, Aetna Life. 


Problems of Social Insurance 


4. Social Insurance Problems 
Connected Therewith: 
[This expression is used in its widest 


and 


sense and is intended to include not 
only national schemes of insurance 
against sickness, old age, widowhood, 


etc., but also the insurance required by 
employers to cover liabilities to injured 
work people (employers’ liability insur- 
ance) and the voluntary schemes of em- 
ployers and employees for providing 
superannuation benefits.] 

Welfare Activities 
of Life Insurance Companies in the 
United States and Canada, by J. D. 
Craig, actuary, Metropolitan Life. 

Pension and Retirement Systems in 
the United States of America, by 
George B. Buck, consulting actuary for 
pension funds, New York City. 

Workmen’s Compensation Ratemak- 
ing in the United States, by W. F. Roe- 
ber, actuary, National Annoy = on Com- 
pensation Insurance, New York City. 

Experience Rating of Risks of Work- 
men’s Compensation Insurance in the 
United States, by A. H. Mowbray, con- 
sulting actuary, Berkeley, Cal. 

Social Insurance in the United States, 
by R. A. Hohaus, assistant 
Metropolitan Life. 


Insuring Under-Average Lives 


5. Insurance of Under-Average 

Lives: 
Practical Insurance of 
Henderson, 


Equi- 


Points in the 

Lives, by R. 
2nd vice-president and actuary, 
table Life, New York. 

Mortality Trend in America; Its In- 
fluence on Under-Average Lives, by H. 
Moir, president, United States Life. 

The Progress and Development of 
Under-Average or Substandard Insur- 
ance in America, by F. B. Mead, vice- 
president, Lincoln National Life. 

6. “Rick Premium” Method of Rein- 
surance: J. M. Laird, secretary, Connec- 
ticut General Life, and L. M. Cathles, 
president, North American Reassurance. 


Effect of Currency Depreciation 


7. Currency Depreciation as Affecting 
Life Assurance Contracts: 

No papers submitted. 

Papers on topics not on official list: 

Life Insurance Agency Systems in the 
United States, by E. E. Rhodes, vice- 
president, Mutual Benefit Life, and W. 
A. Hutcheson, 2nd_ vice-president and 
Mutual Life, New York. 
Science in America 


Actuarial Since 


the Last International Congress of 
Actuaries, by | Elston, assistant 
actuary, Travelers. 


Optional Modes of Settlement of Life 


| bulletin of 


for Policyholders | 


| withdrawn in 


actuary, | 


| shall 








Insurance Policies, by W. M. Strong, | 
associate actuary, Mutual Life, New | 
York 


Actuaries Who Are Attending 


The 41 members of the 
ciety of America who are attending the 
Congress are the gn 

J. D. Craig, R. V. Carpenter, S. Milli- 
gan, R. A.- Hohaus and T. B. 
Metropolitan; F. L. Hoffm, an, F. Hz. 
Johnston and E. A. Lundgren, Pruden- 
tial; E. E. Rhodes and J. S. Thompson, 
Mutual Benefit; M. A. Linton and E. 
W. Marshall, Provident Mutual, Phila- 
delphia, Pa.; A. B. Wod and T. B. Ma- 
caulay, Sun Life; W. A. P. Wood, Can- 
ada Life; J. D. Buchanan, London Life; 
J. S. Elston and B. D. Flynn, Travelers; 
R. Henderson, Equitable of New York; 


R. C. McCankie, Equitable of Iowa; J. 
Woodward, Woodward, Fondiller & 
Ryan, New York; A. Hunter, New 
York Life: H. Moir, United States Life; 
L. M. Cathles, North American Reas- 
surance; L. H. Howe, John Hancock 
Mutual: A. C. Washburne, Berkshire; 
H. H. Jackson, National; F. B. Mead, 


Lincoln National; J. G. Parker, Imperial 
Life: L. Martin, Connecticut Mutual; C. 
C. Ferguson, Great West; A. Watt, 
Pilot Life; G. W. Geddes, Ontario Equi- 
table: O. W. Perrin, Penn Mutual; A. 
Pedoe, Continental; J. R. Larus, Phoe- 
nix Mutual; J. H. Birkenshaw, Confed- 
eration: James Washburn, Department 


Actuarial So- | 


Graham, | 


| dispose of 





ey 9 27, 


1927 


States, by E. E. Cammack, vice- e-presi- | CHANGES IN STATUTES 
| 
| 


AFFECTING INSURANCE 
LIFE MEASURES ARE ADOPTED 


| Digest of Iowa Legislation Given by 
Bulletin of American Life 
Convention 


The the legislative 
the American Life Conven- 
tion contains an interesting digest of 
measures of particular interest to life in- 
surance compariies that were passed by 
the Iowa legislature before final adjourn- 
ment. 
_ Senate Bill No. 72 changes time for 
furnishing reports on policy loan agree- 
ments from “quarterly” to “annually.” 
Senate Bill No. 140 repeals and re- 
enacts Sec. 8741, Code 1924, to provide 
that securities deposited by life insur- 
ance companies with insurance commis- 
sioner, “shall be kept at such place or 
places and on such terms as he may des- 
ignate, and shall remain on deposit until 
accordance with law or 
commissioner.” 


current issue of 


order of the 


Restrictions on Dividends 


Senate Bill No. 179 amends Sec. 
Code 1924, by adding a provision that 
the directors or managers of domestic 
stock insurance companies shall make 
no dividends except trom the earned 
profits arising from their business, which 
not include contributed capital or 
contributed surplus. Senate Bill No 
246 amends Sec. 8618, Code 1924, 


8956 


to con- 


form to the above restrictions on 
dividends. 

Senate Bill No. 208 repeals and re- 
enacts Sec. 8608, Code 1924, to provide 
for a second deputy in the insurance de- 
partment. 

Senate Bill No. 263 repeals Section 
8737, Code 1924, and Ch. 164, Laws 1925, 
and enacts a substitute authorizing 


reserves of domestic life 
additional classes of se- 
including Canadian bonds and 
utility bonds up to 10 percent 
of the reserve. Likewise increasing ex- 
tent of loans on city real estate to 50 
percent of value, with improvements 
that are insured in acceptable fire com- 
panies. This measure further permits 
companies to sel] real estate on contract, 
rather than requiring such companies to 
real estate in case of fore- 
for cash. 


vestment of 
companies in 
curities 
public 


ck sure, 


SHIP INSURED FOR PART 
OF NEW YORK- PARIS HOP 


While ~ world te is ringing with Capt 
Charles A. Lindbergh's sudden leap into 
fame, it is interesting to note that tus 
plane, the “Spirit of St. Louis,” was an 
exponent of a new form of insurance 
protection, for policies are now begin- 
ning to be issued against the hazards of 
the skies as well as of the land and sea. 

During the transcontinental portion of 
the trip this famous plane carried a 
policy in the Independence companies of 


Philadelphia, which was arranged by 
Barber & Baldwin, their underwriting 
agents. 

Casualty men say that no company, 


London Lloyds, would 
have covered the flyer or his plane for 
the transoceanic portion of the flight 
Had the flight been made in a seaplane, 
coverage could have been obtained. But 
one of the conditions of the contest was 
that the trip must be made non-stop in 
a land plane. 

Life men say that any life insurance 
Captain Lindbergh may have carried 
may or may not have been canceled by 
the insurers, according to the length 


save possibly 


of time the insurance mav have been in 


' 


force and according to the practices ot 
the company or companies involved 


of Insurance, Nashville, Tenn.; Miss FE 
W. Wilson, Ann Arbor, Mich.; W. A 
Hutcheson, Mutual Life of New York; 
Monell Sayre, New York City 
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LIFE INSURANCE EDITION 


Trust COMPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 
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CALIFORNIA MARYLAND NEW YORK 
= } eee —_—_—_———————— = 
A Life Insurance Trust furnishes | ys “I’l] Make Assurance Double Sure” | 


the additional safeguard. 
YOU CREATE—WE CONSERVE. 


CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So. Spring St. 
LOS ANGELES 


“The Trust Company of the 
California Bank Group” 


ILLINOIS 








c= $2,000,000 Special Reserve Fund 
protects beneficiaries of life insur- 
ance trusts from loss on interest bearing 
securities of our selection. 

The nature and extent of this under- 
taking are set forth in a declaration of 
trust available on request. 


CHICAGO TITLE & 
TRUST COMPANY 








HE underwriter who can 

be swung over to the 
trust company form of ad- 
ministration will double his 
business.” 








‘TRUSTCOM 


MARY4A 


ANY 





Northwest. Corner > 
Calvert and Redwood Streets 
BALTIMORE 


Vice Presdent and Trust Offcer 


Robertson Griswold 








MASSACHUSETTS 














New England’s 
Largest Corporate Fiduciary 


$133,000,000 
898 000.000 
Agency Accc unt 348 ,000 000 


TRUST DEP4RTMENT 


OLbD COLONY 


TRu>? CoMPANY 


Individual Trusts 
Corporate Trust 

















MINNESOTA 














The Oldest and Largest 
Trust Company in the 
Northwest 


Gy 


Charles V. Smith, Vice President and Trust Officer 














An explanation of the advantages of the 
life insurance trust. Send for a copy. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 


= = = =. += =4 


CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 
Brings to the duties of Administrator, Exec- 


utor, Trustee, Guardian and Custodian 
the experience of more than a century. 


“ruse company is glad to codperate impar- 
tially with all insurance representatives 
on any prat tical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 

















i ane pon pe bern wen ka C. E. Drake, M. K. Mark, Assistant Trust Officers 
| 140 Broadway 
| First Trust and Savings Bank THE MINNESOTA LOAN & TRUSTCO 
| Chicago MINNEAPOLIS. MINNESOTA ae en 
9 
— —— OHIO 
-_ - = NEW YORK 
March 18, 1891, is the date ‘THE CHASE NATIONAL BANK a Ee 
f the fi T OF THE CITY OF NEW YORK e have a sympathetic understanding 
of the first Insurance Trust 57 Broadway of the life underwriter’s problems. 
Agreement drawn by us. cause nepanmanr 
VICE PRESIDENTS 
THE NORTHERN reve Setny anus ormicen Oo © Mor 
i | George A. Kinney Central National Bank 
TRUSI COMPANY i} | ASSISTANT TRUST OFFICERS of Cleveland 
Howard F. Walsh George J. Runge eines 
{ CHICAGO Edward Ss. Dix v i L. Banker 
Frederick Pintard 
See PENNSYLVANIA 
! A New Department Sie Bisa 
THE { . . - in msSuUurance 
| Life Insurance Trusts and Estate Problems are T Sof 
y ) »f vital interest to every life insurance ust 1s Safe, 
PEOPLES TRUST AND SAVINGS | | ‘day of vital interest to every life insurane neta wes 
BANK OF CHICAGO i pleasure, therefore, in presenting to it readers Economical | 
2 this new listing of responsible financial institu and 
MICHIGAN BOULEVARD et WASHINGTON STREET tions whi ve a are part iculart ly well equipped ; Convenient 
. . . rend er va - i service to hte imsurance man 4 ve + 
CHICAGO | dealing with Life Insurance Trust and other . Chartered 1836 | 
Earle H. Reynolds B. Us Estate Problems — 
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i} Floyd B. Weakly | 
SECRETARY & TRUST OFFICER | 
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The National Underwriter 
CHICAGO — 


Girard Trust Company 


Broad and Chestnut Streets, recap 
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DISCUSSES LEGAL QUESTIONS INVOLVED 
IN WRITING OF BUSINESS INSURANCE 


BY HERBERT ADAM = = 


Legal Division Penn Mutual Life 


[Following is the concluding install- | 


ment of the paper read by Mr. Adam 
at the recent meeting of the Association 
of Life Insurance Counsel at Hot 
Springs, Va. on the legal aspects of 
life insurance for business purposes. 
The first part of the article was given 
in a recent issue of The National 
Underwriter.] 


N THE CASE of policies issued on 
the lives of members of corporations, 
practically the same methods of writ- 

ing the policy have been followed as 
in the partnership cases. Where the 


purpose of the insurance is to purchase | 


the shares of a deceased stockholder and 
the corporation has under the laws of 
the state of incorporation the right to 
purchase its own stock, the policy may 
be made payable to the corporation, 
which can also act as escrow agent of 
the certificates of stock. Of course, 
where the laws of the state of incor- 
poration prohibit a corporation from 
purchasing shares of its own stock, it 
would be useless to have the policy pay- 
able in this manner where such is the 
purpose of the insurance. 


Objection to Plan 


In naming a corporation as beneficiary 


of such a policy, there is another pos- | 
| policy to use the insurance proceeds for 


| the purpose intended. This question ot 


sible objection which we should ex- 
amine at this time. If the policy is 
made payable in this manner and the 
corporation fails to purchase all of the 
shares of the deceased stockholder, his 
legal representatives continue as stock- 
holders and upon redistribution would 
receive a share of the stock which had 
been purchased from their intestate. In 
order for the surviving stockholders to 
receive the entire benefit from the insur- 
ance proceeds in such event, the policy 
should be made payable to a trustee. 


Name Trustee for Proceeds 


Making the policy payable to a trus- 


tee is a good plan to use where the 
corporation by the laws of the state 
of incorporation is prohibited from pur- 
chasing shares of its own stock, where 
the surviving stockholders wish to re- 
ceive the entire benefit from the insur- 
ance proceeds or where all the stock- 
holders wish the policies and certih- 
cates of stock held in such a way as 
to afford flexibility in the use of their 
policies and certificates of stock for col- 
lateral purposes. The corporation trus- 
because of its permanency, is pre 
ferred over an individual trustee, whose 
death would cause considerable incon- 


tee, 


16 THE NATIONAL UN NDERW! RITE R 
| NYLIC INCENTIVES and AIDS TO SUCCESS 
5 uccesstul I ny | 
Ff 

WITH AN ASSURED FUTURE 

ES A very unusual incentive for industry and 
Ey permanency is provided for New York Life 
Ff Agents in the Company’s present agency 
2 plans which were first adopted many years 
Ei ago. . 

ES | Time has proven the wisdom of these plans. 
B | Many men and women who have stuck 
BS to the ‘“‘Nylic’’ program for 20 years are now 
. assured of a life-income, though some of 
5 them are still in the prime of life. 

ES) | 

5 | It is noticeable that those who have paid 
Ei | the price of hard work throughout the 20 
; | years now take longer vacations and travel 
4 || more than they formerly did. Yet, the 
i great majority, having become accustomed 
IE to industry and loving the work, continue to 
I insure their clients even after 20 to 50 years 
IE: of service. 

Es 

Iz Thus, they add to their certain life-incomes 
3 substantial commissions from new busi- 
iE ness, secure in the knowledge that they are 
I protected for life. 

E — 

=) 

E 

FI Is it any wonder that, measured by 

(e usual standards, Nylic agents are 

es industrious, persistent, satisfied 

| and happy? 
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New Home Office Building now being 
erected on the site of the famous old 
a dison Square Garden 


NEW YORK LIFE INSURANCE COMPANY 


Snare 


WO 


DARWIN P. KINGSLEY, President 


a 








| 
| 








WHAT’S AHEAD? 


That question is in the mind of every am 
biticus man. It's in your mind 
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If the anewer dors not satisfy, it will pay you 
to learn the advantages of « life underwriting 
contract with Fidelity 

Fidelity originated the disability provision, the 


ILLINOIS 





double benefit feature, and the “Income for Life’ 
plan. It operates in forty states on @ full level 
eet premium besie with more than P00) in 
assets and over $343,000.00) insurance in force, 

More than #000 dwect leads a year 

from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 





OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 








Walter LeMar Talbot, President 














venience. 
Corporation May Pay Premiums 


Whether the corporation itself acts as 
trustee or whether an outside trustee 
is employed, premiums can still be paid 
by the corporation, provided the unani- 
mous consent of all the stockholders is 
obtained at the time each premium is 
paid, without regard to the payee un- 
der the policy. In some cases policies 
have been assigned to surviving stock- 
holders, but this plan has not met with 


favor. While I believe that a stockholder | 


as a stockholder has a good insurable 
interest in the life of a valuable officer 
of a corporation, it is by no means cer- 
tain that the courts will take this view 
of the matter and the plan which makes 
use of a trustee is better. 


Hest Plan for Corporation 


Making the policy payable directly to 
a member of the insured’s family with 
control in the corporation, a trustee or 


certain of the other stockholders is the | 


method used in cases where the parties 


wish the insurance payable on an in- | 


come plan, especially as a life income, 


or where they wish the insurance pay- | 


able directly to the family rather than 


through the corporation, or some other | 
| the disadvantage of lack of restraint and 


trustee. This, I believe, as in the case 


of partnership insurance written in this 
manner, is the best plan. It is accom- 
plished by the use of an assignment 
torm which reserves control of the pol- 
icy in the proper party until maturity 
as a death claim. 

Protect Family First 


In the use of this plan, when naming 
someone other than the wife as bene- 
ficiary, care should be exercised to see 
that the plan is not being used fraudu- 


|lently to deprive the wife of her rights 


under the intestate laws. The entire 
estate of a married man may consist of 
his holdings in a certain business and 


|in order to deprive his wife of any in- 


terest in his estate at the time of death, 
he may agree that his interest in the 
business shall pass to his business asso- 
ciates upon his death, in consideration 
of their carrying insurance on his life 
payable to someone other than his wife. 
Such a plan could result only in diffi- 
culty. 
Must Bind the Payee 


Regardless of how much insurance is 


|taken or what method of writing the 


policy is employed, the purpose of the 
insurance can not be accomplished un- 
less there is executed the proper form 
of agreement binding the payee of the 


the agreement is a subject on which 
there has been a great deal of discus- 
sion and on which the practice of the 
various companies seems to differ. Some 
companies prepare specimen forms of 
agreement in the nature of amendments 
to partnership articles or stock control 
agreements, and offer them to their rep- 
resentatives both as aids in solicitation 
of new business and as suggestions to 
policyholders in having their final agree- 
ments prepared by their own counsel. 
Specimen Forms Abused 


This practice, which is the one now 
in use by the company with which | 
am connected, has been severely crit- 


licized. Those who are opposed to it 


claim that the insured members, te 
whom such specimen agreements are 
submitted, in many cases use the exact 
form furnished by the representatives ot 


|the insurance company without receiv- 


ing any advice whatever from their own 
attorneys. They believe that not only 
does the agreement usually not conform 
to the ‘act ial existing conditions of the 
business, facts which the home office 
can not know, but that some effort may 
be made to have the insurance com- 
pany accept some responsibility for the 
proper application of the insurance pro- 
ceeds once they have been paid in ac- 
cordance with the terms of the policy. 
This practice may, of course, cause some 
trouble where the company has failed 
sufficiently to impress upon the minds 
of its representatives that the specimen 
iorm is furnished by the company with- 
out responsibility and that it is abso- 
lutely essential that the policyholders 
have an examination made of the exist- 
ing conditions of their business and 
receive legal advice thereon. 
Need Instructions for Use 


There is, however, another side to 


| this question. As much and probably 
more trouble can be caused where a 


different practice is adopted by the in- 
surance company. Solicitors of insur- 


|anee, realizing what a fine instrument 


such an agreement is to gain admission 
to the office of a prospective client, what 
a wonderful aid it is in the solicitation 
of business, will in some manner and 
from some source obtain such an agree- 
ment in whatever form available. Books 
of legal forms and insurance publica- 
tions contain them. If the solicitor uses 
such a form, especially without the 
knowledge of the home office, you have 
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ick of instruction which exists under 
the other practice. 

My attention was called the other 
jay to just such a case. Two men en- 
gaged in business as partners each took 

it a policy» of insurance payable to 

e other. The solicitor of the insur- 
ance prepared for them an agreement 
providing for the application of the pro- 
eeds, which agreement was merely a 

ypy of a form which he had obtained 
from some outside source, surely from 

) Imsurance company. This agreement 
rovided that in case of the death of a 
partner, his interest in the business 
would pass to the surviving partner, in 

»ynsideration of the payment to the fam- 
ly of the deceased of the insurance 
proceeds. At the time my attention was 
called to the case the interest of each 

artner was considerably in excess of 
the amount of the policy and one of 
the partners either could not or would 
not obtain additional insurance. 


May Leave Widow Unprotected 


There is still another point. Let us 
ynsider the injustices which can be 
-aused by the failure to execute such 
an agreement, where the representative 
of the insurance company has failed to 
impress upon the parties the absolute 
necessity of binding the payee of the 
insurance properly to apply the funds. 
Let us consider for a moment the typi- 
cal case of partnership insurance. 
will venture to say that at least the 
majority of such policies are written 


payable to the insured’s partner-in-busi- | 


ness Where the business of the co- 


partnership is such as to require con- | 


tinuous, uninterrupted operation in or- 


der to keep the value of the assets high, | 


one partner dies and his co-partner 
collects the insurance, having executed 
no such agreement providing for appli- 
cation of the founds, the widow of the 
deceased has no protection whatever. 
Not having bound himself by 
ment, the co-partner can retain the in- 
surance proceeds as his own personal 
property and the widow is placed upon 
his mercy as to whether or not he will 


mtinue the business and make her 
share of the assets worth something 
Might Result in Injury 
Let us take another case. Where the 


policv is made payable directly to a 








member of the partner's tamilv, al- 
though the purpose of the insurance is 
that the proceeds shall be considered 


is a payment on account of the pur- 
chase by the surviving partner of the 
the deceased in the 


interest Oj 
business, the absence of an agree- 
ment outlining the purpose and binding 
the legal representatives ot the deceased 
would place the surviving partner at a 


great disadvantage. Here again the 
veneficiary may elect to treat the pro- 
ceeds as his or her own property. There 


s the possibility of this happening in 
the various other forms of partnership 
ind corporation insurance. The injury 
may be caused to the surviving busi- 
ness or to the family of the 


leceased insured, or both 


associates 


Refused to Release Interest 


\ short time ago, attention was 
alled to another tnership 
insurance, where each policy was pay- 
ible to the partner-in-business and 
where no agreement had been signed. 
Che partnership had been terminated at 
the time | heard of the case and each 
vartner refused to release his interest 
n the policy insuring the life of the 
ther. The solicitor in the case was, 
% course, severely criticized for not 
having had an agreement executed. In 
tact, in all cases of this kind the repre- 
sentative of the insurance company is 
the most likely person to receive the 
lame, and this hurts life insurance. The 
possibility of such a condition arising, 
| believe, by far outweighs the possi- 
bility that the agent may fail to advise 
the parties when he offers them a speci 
men form to have it amended to cover 


my 


case ot par 


the actual facts, or the possibility that 
they may fail to follow his advice 
Where a partnership pays the pre- 


niums on policies insuring the lives of 


agree- | 


' 


two partners payable to someone other 
than the partnershin. to the wife or other 
beneficiary of the insured, or to each 
partner directly, it pays such premiums 
merely as a volunteer In 

a term of the partners! 
both the partners are living i 
should be quite some difference between 
the ages of the partners and con 
quently between the cash values of th 
policies, the fact that the partnership 
acted as a volunteer would make it im- 
possible for any equitable adjustmen 
the cash values to be made, in the a 
sence of any agreement m 
partners. Also where 
written in this manner, the representa- 
tives of a deceased partner, in case of 
the death of either of 


vent of 
ip while 


c 
} 
1 





there 








ade bet 


' 
the policies are 


hem during the 


continuance of the partnership relation, 
would in the absence of such an agree- 
ment fail to participate in the cash sur- 


render value of the outstanding policy. 


To Elect Trustees 


NEW YORK, May 25.—A meeting 
of the policyholders of the Mutual Life 
of New York will be held here at the 





home offices on Monday, June 6, for the 
election of trustees, according to the 
required public notice given this week 
by Secretary William F. Dix. The palls 


will be opened at 10:00 a. m., rem 
open until 4:00 p. m. 
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Death claims more people each year 
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here of the John Hancock, who went on 
to relate the story of two veterans of his 
gency e of them well past 60 and 
e other over 70, having been w 
company for 27 years. Between them 
they produced more than $300,000 the 
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voting their time exclusively to the 
Royal Union Life Building ieeeniee ail ' 
Cor. Seventh and Grand Ave.. : 

Des Moines, lowa . 


OYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 
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Advancement 
Independence 


More $$3$ 


Desirable agency opportunities and territory 
NOW avaliable in IOWA, ILLINOIS, 
MISSOURI, KANSAS and NEBRASKA 


A REAL OPPORTUNITY 
WORTHWHILE 


IF 


YOUR REFERENCES AND 
QUALIFICATIONS ARE 
SATISFACTORY 


Replies Strictly Confidential 


MERCHANTS LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 





WILLIAM A. WATTS F. A. FERGUSON 
President Agency Vice-President 














GENERAL AGENTS WANTED 


We are operating in 36 states, and have very attractive territory 
open in nearly all of them. 


We have a few particularly 
choice fields left in 
MISSOURI ILLINOIS INDIANA 


Write our 
Agency Department 


CONTINENTAL LIFE 


INSURANCE COMPANY 


Continental Life Building 
St. Louis, Missouri 


(See our “Menu” elsewhere in this issue) 














1, when the club year ends, the $100,000 
club will be done away with and re- 
placed by a $150,000 club. The mini- 
mum for the intermedite club will be 
raised from $200,000 to $250,000, while 
the highest club will henceforth be an 
organization of half-million instead of 
quarter-million producers. 
om * * 
Cc. W. PERKINS’ ESTATE 

Suit filed here by the executors of his 
estate to recover $49,408, plus interest 
since 1921, from the federal government 
on the ground of overcharges on inherit- 
ance taxes, recalls the days when 
George W. Perkins was helping direct 
the destinies of the New York Life. It 
was his striking work as vice-president 
of the company that ultimately led to 
his parnership with J. P. Morgan, in as- 
sociation with whom he gained inter- 
national fame as a financial genuis. The 
present suit in itself is interesting. Mr. 
Perkins died in 1920 leaving an estate 
valued at $15,000,000, including 23 in- 
surance policies totaling more than 
$287,000. The executors paid an in- 
heritance tax of $744,175 on the estate 
and are now bringing suit to recover 
$49,408 of that amount, protesting that 
assessments made by the government 
against the proceeds of the 23 insurance 
policies were unconstitutional. By a 
trust agreement with the New York Life 
the insurance proceeds were paid to the 
company as trustee, and the executors 
contend that as a consequence they 
never came into their possession. 

7 * « 

JUDEA LIFE’S FIRST POLICYHOLDER 


Sir Wyndham Deedes, first British 
civil secretary for Palestine. was the first 
Christian to become a_ policyholder ~ 
the new Judea Life, it was announced z 
the opening and house Wwe arming here He 
week of the company’s offices. On a 
visit to this country a short time ago 
Sir Wyndham took out a $10,000 policy, 
Maming as beneficiary the Palestine 
Lighthouse for the Jewish Blind at Jeru- 
salem. 

7 =. 
LIST ACTUARY’S RULES 

Under the rules of the civil service 
department of New York applications 
for the post of actuary or assistant 
actuary of the insurance department will 
be considered if filed by June 11. It is 
stipulated that “candidates must be com- 
petent actuaries familiar with life insur- 
ance policy forms, mortality tables, 
methods of calculating life insurance 
premiums and reserves, pension systems, 
etc. They must show thorough train- 
ing in higher mathematics (including dif- 
ferential and integral calculus), actuarial 
science and insurance economics. This 
competency must be indicated by at 
least four years of high grade exper- 
ience in practical actuarial work in life 
insurance, and in addition by member- 
ship (preferably by examination) as fel- 
low or associate of the Actuarial Society 
of America, the American Institute of 
Actuaries or the Casualty Actuarial So- 
ciety. A degree from a college of recog- 
nized standing will be accepted in lieu 
of any two of the required years of prac- 
tical experience in actuarial work. The 
examination is open both to residents 
and non-residents of New_York State.” 


INSURANCE PUBLICITY 
MEN MEET IN HARTFORD 


(CONTINUED FROM PAGE 3) 
manager of the Travelers, said that ad- 
vertising must have an emotional ap- 
peal but it must be tempered by reason. 
If the logical appeal is lacking, sales 
will not repeat. Advertising, he said 
must tell the same story to the eve that 
the salesman does to the ear. A. W. 
Spaulding of the Hartford Fire intro- 
duced a set of advertising questions and 
answers that brought out much practi 
cal information. Frank W. Pennell, one 
of the leading life insurance producers 
of New York city, spoke against high 
pressure, super-man salesmanship. 

R. W. Smiley of the Metropolitan 
Casualty dealt with the agents that fre- 
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quently liberally and recklessly make 
requisition for advertising material. He 
feels it is necessary for the advertising 
manager to apply underwriting methods 
ind study the amount of material that 
could effectively be allotted to an agency 
ind gradually swing the agent to a rea- 
sonable attitude. Dale D. Butler, 
cal agent at Middletown, Conn., gifted 

th a droll and whimsical sénse of hu- 
mor, gave a talk that elicited rounds of 


a i0O- 


laughter. 

A new section of the conference has 
grown up, comprising the men inter- 
ested in industrial life insurance. Under 


the leadership of | 3 a Doyle of the 
Western & Southern Life, an interest- 
ing symposium devoted to this branch 
was held Monday evening. 

Friendly Toward Insurance 


Wednesday morning Matthew §& 
Sloan, president of the Brooklyn Edison 
Company, told of advertising work from 
the standpoint of the public utilities. 
Mr. Sloan said that in his opinion as a 
layman, the public does not feel any 
fundamental antagonism toward insur- 
ance or any suspicion of it. On the 
ontrary, though there may be a good 
- lack of understanding of the 
and even of the underlying 
‘rinciples of insurance, as is found in 


; 1 
aeai ofr 


ethods 


he attitude of the public toward any 
complex and technical business, he 
thinks the basic spirit of the public 


toward insurance and insurance com- 
panies is one of friendliness and even 
gratitude. He said that this is true not 
just when a claim has been paid, but 
hat this feeling is built upon the knowl- 


edge that through insurance certain pos- 
sibilities of misfortune have been dis- 
counted and that provision has been 


nade to the extent of human ability to 
soften the blows of fate and make the 
future better than it would otherwise 
<. 


Is Service Organization 
that the ir 
public utility, is a 


Mr. Sloan said 
company, like the 
service organization if anything 
He declared that this is the idea that 
must be stressed. He stated that in his 
opinion the insurance companies are in 
about the same position in that respect 
is the public utilities, in that they have 
made progress but not progress enough 
for their own good. He said that the 
electric companies have proved that the 
way to sell kilowatt hours is by mak- 


surance 


at all. 


ing their service the best they possibly 
can and then telling what it will do 
for humanity. By selling service ra- 
ther than electricity, the public utilities 
are making tremendous progress. In 


the same way the insurance business 
should sell insurance rather than poli- 
cies. He stressed the importance of 
liberal use of advertising space as the 
best means of carrying the message to 
the public. He said that public utili- 
ties and insurance companies have a 
great public duty to which they must 
live up. He stated that a bit of zeal is 
not out of place in promoting this pub- 
lic work, but that it is not necessary 
for the representatives of either to rate 
themselves as missionaries or evangel- 
ists. 


Need Explanation of Business 


Howard P. Dunham, commissioner of 
Connecticut, said that the public rela- 
tions side of the insurance advertising 
man’s job is still rather neglected. He 
declared that the public does not under- 
stand the problems of the insurance 
company and that there is a need for a 
clever explanation of the business and 
its various activities. 

Calls Methods Archaic 


The Tuesday morning field day pro- 
gram of the insurance advertising con- 
ference was entirely demolished by a 
downpour of rain. The noon luncheon 
was presided over by A. W. Spaulding 
of the Hartford Fire. Winslow Russell, 
vice-president of the Phoenix Mutual 
Life, introduced Ernest Elmo Calkins, 
the New York advertising expert and 
author. He took a loud, long and re- 
sounding whack at insurance companies 
for being archaic in their attitude to- 
ward advertising and publicity. He 





LIFE 


urged the directors to get rid of some 
vice-presidents and adding machines 
and put more human interest in their 
work. 

Three Group Conferences 


In the afternoon there were three 
group conferences. Harry Warner otf 
the Maryland Casualty presided over 
the casualty group. Henry Swift Ives 
of the Casualty Information Clearing 
House told of the necessity of the 
companies establishing closer public re- 
lations. Three prominent Connecticut 
agents, Donald G. North of New Haven, 
James L. Case of Norwich and T. D. 
Faulkner of Hartford told about meth- 
ods they pursued in local advertising. 
R. W. Smiley, Metropolitan Casualty, 
declared that most agents are advertis- 
ing wise and want to know before hand 
if it will do the trick before they will 
spend any money. C. E. Rickerd of the 
Standard Accident gave some interesting 
results that the company has recorded 
in its experiment with direct mail ad- 
vertising. 
Held Interesting Debate 


W. W. Darrow of the Home was in 
charge of the fire insurance conference. 
John Pratt, special agent of the Home, 
said that greater results would come iif 
more advertising would be done to help 


agents directly than by a national ad- | 
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Policy No. 1, May 25, 1847 


Issued to John W. Hornor, the Founder of the Com- 
pany, eighty years ago. And throughout these eight de- 
cades the PENN MUTUAL has kept close to the front 
rank in size, and in all that is best in life insurance, in some 
things a pioneer, and in others a close observer and an early 
adopter. 

A notable addition to the executive staff of our Agency 
Department signalizes this eightieth anniversary year, and 
is a happy augury for continued progress in life underwrit- 
ing that is sound, visioned, and profitable in improved 
service of our Agents and of the public. 


We have room for men and women who are workers, 
are ambitious, and have high ideals. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 

















A monthly magazine for health 
and accident salesmen, $2 year. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 














S. D., W. Va. 





B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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vertising scheme. The locla agents, he 
said, are the producers. They must be 
kept informed and stimulated. The de- 
bate on “Resolved That Fear Is the 
Strongest Element That Can Be Used 
in Fire Insurance Advertising” was de- 
cided in favor of the affirmative. The 
affirmative was supported by J. W. 
Longnecker of the Hartford and W. W. 
Ellis of the national board. Ralph E. 
Morrow of Rough Notes and C. A. Pal- 
mer of the North American took the 
negative. 
Had Prominent Speakers 


E. C. Sparver of the Connecticut Mu- 
tual Life had charge of the life group. 
President James L. Loomis of that 
company gave a greeting. The main 
speakers were J. Castle Graham, 
London Life; K. H. Mathews, Connec- 
ticut Mutual Life; H. H. Putnam, John 
Hancock Mutual; A. H. Reddall, Equi- 
table Life of New York; Alice E. Roche 
of the Louis F. Paret Agency at Cam- 
den, N. 

At the ‘banquet Tuesday evening, C. 
M. Cartwright of THe NATIONAL UNDER- 
The speakers 


WRITER was toastmaster. 

were Insurance Commissioner H. P. 
Dunham of Connecticut, H. A. Calahan, 
New York City advertising expert, and 
W. W. Darrow of the Home Fire of 
New York. 


The conference elected Clifford Elvins, 
Imperial Life of Canada, president; 
W. Longnecker, Hartford Fire, vice- 
president; W. W. Darrow, Home of 
New York, secretary-treasurer, and 
George Crosby, Aetna Fire, as one of 
the three commissioners to the Inter- 
national Advertising Association 

At this morning’s session Mathew S. 
Sloan, president of the Brooklyn Edison 
delivered a splendid address 
relations. 


ACTUARIAL MEETING 
IS WELL ATTENDED 


(CONTINUED FROM PAGE 1) 

Properties,” M. R. Hollenberg 
Woodward, Fondiller & Ryan, con- 
actuaries, New York City. 

t two papers were very techni- 
Mr. Rutherford’s contained an- 
es at 4 percent on both male 


Company, 
on public 


their 


sulting 


and female annuitants, which a recent 
amendment to the Canadian Insurance 
Act now requires to be valued by tables 


based on the mortality experience for 
period 1900-1920, published in 1924 
Institute of Actuaries and the 
of Actuaries. 


Study of Blood Pressure 


the 
by the 
Faculty 


Mr. Bowerman’s paper was virtually 
a supplement to the blood pressure 
study prepared and published in 1925 by 
joint committee on mortality of the 
Actuarial Society and the Life Insurance 


the 


Medical Directors Association. Basing 
his conclusion on an examination of 33,- 
000 cards contributed by one company 
participating in that investigation, Mr. 


Bowerman stated that the following de- 
ductions appeared to be justified: The 
best blood pressures will be above the 
at the younger ages and below 
older ages, this applying equally 
c, diastolic and pulse pressures; 
from one-third to two-thirds of the in- 
crease in blood pressure with age in the 
same build group, when build is meas- 
ured as a percentage deviation from the 
average weight for the age and height, 
is due to the use of average weight ra- 
ther than t weight: and that in 
considering the relationship between 
from underweight toward over- 
and an increase in average blood 
€, no essential nor 


average 
at the 


to sy stoli 


ie best 


change 


weight 


pressure for a given ag 

consistent difference was found between 
the results of the two methods, aver- 
age weight and best weight. 


Effect of Age and Sex 


study upon the experience 
under a selected portion of the group, 
accident and sickness policies of the 
Aetna Life during the years 1920 to 1925 
this experience covering dis- 
abilitv from sickness and non-occupa- 
accidents, Mr. Keffer gave tables 


Basing his 


neclnsive, 


tional 


showing the number per 10,000 insured 








who are disabled during a year and re- 
main disabled for various specified pe- 
riods. These tables showed a constant 
increase in the rate of sickness as age 
increases, there being not only an in- 
crease in the number of cases of dis- 
abilty but an even greater increase in 
the length of disability. 

As for female lives, the average 
amount of sickness is about double the 
average for male lives. Comparing them 
by age groups, it was shown that be- 
tween ages 20 and 50 the rate of sick- 
ness for female lives has been from 2% 
to 3 times the rate for male lives be- 
tween the same ages. Data for the older 
age groups is scanty, said Mr. Keffer, 
but it indicates a high sickness rate at 
those ages. 


Policy Comparison Made 


In a comparison of the experience of 
the Aetna Life with that under com- 
mercial health policies, the latter class 
were shown to have lower rates of sick- 
ness. But it must be remembered, as 
Mr. Keffer indicated, that group ex- 
perience covers disability from non-oc- 
cupational accidents as well as from 
sickness, while commercial health poli- 
cies cover only disability from sickness 


Women as Risks in Tropics 


The paper read by 
Hunter, New York Life, was based on 
his company’s experience on sub-stand- 
ard risks and female lives in Cuba, 
Porto Rico, Japan, Indian and various 
South American countries. Policies on 
women were issued largely to married 
women of the educated classes, espe- 
cially in the Spanish-speaking countries, 
and were limited to comparatively small 
amounts on the endowment plan. As 
a stricter selection was exercised than 
among male lives, mortality among the 
women was somewhat more favorable. 
Where “expected” was computed by 
Hunter’s Semi-Tropical Table, which 
gives an “expected” about double that of 
the American Men Select, actual claims 
on women were 72 percent of the “ex- 
pected” in Japan and 94 percent in Ar- 
gentina, Brazil, Cuba, Porto Rico and 
nerdern countries of South 


Vice-President 


the Amer- 
ica. 
Tropical Sub-Standard Risks 

was exercised in assuming 
risks, as very little is 
known about the effects of the various 
impairments on longevity in tropical 
and semi-tropical countries. There ap- 
pears to be a lack of resistance to cer- 
tain diseases and little knowledge of the 
methods necessary to guard against 
tuberculosis. Facilities for medical at- 
tention are meager and statements of 
examiners indefinite. A considerable 
difference has been found in the aver- 
age weight according to age, the Japan- 
ese being 9 percent lighter and the Ar- 
gentinians 7 percent heavier on the aver- 
age than Americans of the same age and 
height. The experience on under-aver- 
age risks in Argentina, Brazil, Chile, 
Cuba and Japan has been satisfactory, 
said Mr. Hunter, while the ‘experience 
in India on a smaller number of poli- 
issued has been rather unsatisfac- 


Great care 
sub-standard 


cies 
tory. 
Impairment Figures Given 
In his paper Mr. Hunter included an 


analysis of the percentages 
cases rated for various 


interesting 
of sub-standard 


impairments. In Cuba and the South 
American countries 31 percent of all 
sub-standard cases were rated up for 
overweight and 6 percent for under- 


weight. In Japan only 6 percent were 
rated up for overweight as compared 
with 10 percent for underweight. Japan 
showed a higher percentage rated up 


both for a family and a personal his- 
tory of tuberculosis. 
One noteworthy fact is that 80 per- 


cent of all sub-standard policies issued 
| in this 


New York Life 
for occupational 
hazards, heart murmurs, overweight and 
albuminuria, while in South America 
only 50 percent have been rated up for 
those reasons and in Japan only 25 per: 
cent. In this country approximately 

percent of sub- standard business is on 
the lives of persons in hazardous occu- 


country by the 


have been rated up 





pations as compared with 14 percent in 
South America and only 12 percent in 
Japan. As mechanics and artisans in 
the latter countries seldom earn enough 
to carry insurance, most of those rated 
up for occupational hazards in those 
countries come from the military and 
naval services and from the mining, rail- 
road and electrical industries. 


Careful Underwriting Needed 


Mr. Hunter concluded his paper by 
saying that sub-standard business can 
be safely written in the principal tropi- 
cal and semi-tropical countries if done 
on a conservative basis and after spe- 
cial precautions have been taken in cer- 
tain countries like India, where resist- 
ance to disease is weak. 

As council members holding office for 
three years, the society elected J. G. 
Parker of the Imperial Life of Canada, 
J. S. Elston of the Travelers, Valentine 
Howell of the Guardian Life and Vice- 
president E. E. Cammack of the Aetna 
Life. 


PREMIUM TAX IN OHIO 
RAISED TO 3 PERCENT 


(CONTINUED FROM PAGE 1) 


that the policyholders, not the com- 
panies, would pay the cost. He urged 
the governor to take a clear stand on 


the bill, either signing it or vetoing it 
and not letting it become a law without 
his signature, as several other important 
measures have lately. 

Mr. Vorys told of the vast 
interests in Ohio, how much 
paid in insurance premiums, ete. He 
said that Ohio cannot take care of its 
own insurance and that in fact much 
of the insurance of the United States 
is reinsured abroad. He pleaded for 
both the life and fire insurance com- 
panies. It was pointed out by speakers 
that the new tax places Ohio at the top 
of the list. While several other states 
have a tax as high, deductions are made 
under various conditions which really 
bring it down. More than 2,500 letters 
and telegrams have been received by 
the governor protesting against the bill. 

Representative Woehrle said that he 
voted for the bill because he was told 
that it would not affect Ohio insurance 
companies and that the state needed the 
money. Mr. Chandler declared that 
business men generally are opposed to 
the measure. 

May Go to Courts 


insurance 
money is 


Intimation was given in a memoran- 
dum submitted by Russell Knepper, rep- 
resenting various insurance organiza- 
tions, that the law would be attacked 
in the courts and that an effort would 
be made to do away with the 2% per- 
cent which the state is now collecting. 
It was charged that this was unfair and 
really should never have been tolerated 
by the insurance companies. The fire 
companies, it was pointed out, are really 
paying more than the life companies as 
they must keep up the state fire mar- 
shal’s office. It also was declared that 
the state insurance department is col- 
lecting for licenses, etc., much more 
money than the expenses of the depart- 
ment justify. 


Governor Donahey’s Statement 


The following statement was issued 
by the governor in permitting the Myers 
bill to become a law without his signa- 
ture: 

“The constitution makes it the duty 
of the general assembly to provide for 
revenue for the state government. In 
the closing hours of the recent session, 
the assembly passed House Bill 510, 
levying a tax of .6 of a mill on all the 
property of the state, and House Bill 
512, increasing the tax on premiums of 
foreign insurance companies, and then 
recessed for five minutes, which action 
in the past four years has meant adjourn- 
ment. I am opposed to both these laws, 
but the general assembly saw fit to pass 
them, instead of adopting the methods 
I recommended to meet the deficit in 
the treasury, created by previous re- 
pealing of taxes and increasing of ap- 
propriations, and for that reason I deem 





it my duty to allow them to become 
law without may signature. Even with 
the revenues thus to be raised, despite 
my veto of $4,000,000 in the general ap- 

propriations act, the prospective deficit 

in the treasury will be $6,000,000 by De: 
31, 1928. The legislative session having 
ended, I am comnclled to accept these 
measures or see the credit of the state 
of Ohio repudiated.” 


RESEARCH BUREAU HOLDS 
ITS SPRING CONFERENCE 
(CONTINUED FROM PAGE 1) 


agency assistant Connecticut Mutual; 
Carlton Walker, agency assistant Phoe- 
nix Mutual; W. E. Talbert, agency sup- 
erintendent Southland Life; O. J. Lacy, 
vice-president Minnesota Mutual, and 
W. H. Harrison, vice-president and 
superintendent of agencies for Atlantic 


Life. 





Advertixing Was Discussed 


The afternoon session was given over 
to advertising in various channels—na- 
tional and local advertising, magazines, 


newspapers, trade papers, billboards, 
radio, the mail and health service t 
policyholders and other direct appeals 


to those who have already purchased in- 
surance from the company. 

Claris Adams, general counsel and 
secretary - treasurer - manager of the 
American Life Convention, extended 
greetings trom the convention, which 
had headquarters in St. Louis. 

S. F. Clabaugh, president of the Ala- 
bama National, — that national adver 
tising must be well planned and that it 
is as important to spend judiciously 
every cent put into such a budget as not 
to overstep the budget. In short, that 
a good advertising campaign should not 
be dropped or curtailed because the re- 
sults obtained exceeded advance expec- 
tations. 

Touching on insurance journal adver- 
tising he said primarily it should be de- 
signed to build up company good will 
among other companies. 

Hillsman Taylor of the Missouri State 
Life told of results obtained by that 
company through $25,000 spent for na- 


tional magazine advertising. In_ this 
field he stated the big problem was 
waste through advertising carried in 


territory in which a company is not and 
cannot do business. 

He stated that trade paper 
ing is absolutely the best medium for 
building up agency morale, and will 
serve better to put a producing organi- 
zation on a successful stride than any- 
thing else a company can do. His com- 
pany’s agents also used the national ad- 
vertisements to impress on _ prospects 
the prestige of the Missouri State Life, 
he stated 

The Missouri State plans to spend 
$100,000 in another national advertising 
campaign, but will use the leading daily 
newspapers of the country instead of 
the national magazines, as the medium 
will more fully serve the territories in 
which the company operates. 


advertis- 


Give Conservation Hints 


Charles Hommeyer, Jr., assistant 
superintendent of agents for the Union 
Central, Cincinnati, told of benefits from 
medical health tests for maintaining 
policyholders’ good will, but pointed out 
the danger of too much home office con- 
servation to the sacrifice of personal 
contact through agents. He said that a 
check up on the results of two years of 
intense home office conservation propa- 
ganda had led to the conclusion that 
such campaigns do not justify the ex- 
pense. Much of the advertising litera- 
ture now sent to policyholders stresses 
what the company has to offer policy- 
holders rather than conservation of ex- 
isting insurance, he said. 

Carl Prime, secretary National Fidel- 
ity, Kansas City, Mo., told of his com- 
pany’s methods of maintaining contact 
with new policyholders to avoid undue 
lapsation. 

A motion picture produced by the 
Phoenix Mutual to sell life insurance as 
a profession and the Phoenix Mutual 
particularly was shown. 
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HITS W. O. W. BUILDING SALE | MANAGER MARTIN IS HONORED | TWO SPECIAL TRAINS PLANNED | INDUSTRIALS TO ORGANIZE 
Lincoln Attorney Sues to Set Aside | Manager of Metropolitan Life Given | Delegates from East to Memphis Con- | Plan Association to Take Up Problems 
Transfer and to Oust Officers Complimentary Banquet—President vention Are Arranging Transporta- of Companies Writing Life, Ac- 
of Fraternal. Fiske and Other Officials Present tion Through National Body cident and Health 
LINCOLN, NEB, May 26.—<Assert- DETROIT, May 25.—William C. NEW YORK, May 25.—Everett M. HARTFORD, May 25.—At a meet- 
ng that William A. Fraser, sovereign | Martin, manager for the St. Clair district | Ensign, executive secretary of the Na- | ing of publicity men and some agency 
commander; John T. Yates, sovereign | in Detroit for the Metropolitan Life, was | tional] Association of Life Underwriters, | managers of companies writing indus- 
clerk, and De E. Bradshaw, general at- | the recipient of many unusual honors | announced this weck that arrangements | trial insurance who were attending the 
torney, had conspired as officers of the | at a testimonial banquet Saturday night |have been completed for two special | Insurance Advertising Conference it was 
Woodmen of the World to secure pos- |commemorating the twenty-fifth anni- | trains that will start from here on Oct. | decided to appoint a committee to take 
session for themselves of the headquart- | versary of his activities in a managerial |10 and proceed over_different routes to | up the subject of the advisability of 
ers building in Omaha at an inadequate | capacity for the Metropolitan. | Memphis, where the international con- | organizing an association of companies 
price, William B. Price, Lincoln lawyer, Haley Fiske, president of the com- | vention of life underwriters will open on | writing industrial life, accident or health 
has begun suit to have them ousted as | pany, was at his best as toastmaster and | Oct. 12. The first train will depart from | insurance for cooperation and help. 
officers and for an order quieting the | principal speaker. Mr. Fiske not only | the Grand — terminal and will be It was stated there is no existing 
title to the property in the association. | extended the compliments of the com- |run over the New York Central lines as | body that deals with the peculiar indus- 
He says the three officers organized | pany to his friend and associate in De- | far as Cincinnati, picking up enroute the | trial problems. It was felt the time 
on Feb. 24, 1926, the Woodman Build- | troit, but he likewise conveyed to the | special cars of delegations trom all New | had come for an organization of indus- 
ng Corporation, of which they have | Detroit bankers and other guests a vivid | England and from the various cities of | trial executives and department heads to 
stock control; that on March 1, 1926, as | picture of the great social service which | up-state New York and Ohio. At Cin- | exchange views, and discuss questions 
officers of the association Yates and | the Metropolitan is extending in this ter- | cinnati the assembled party will be en- | of mutual interest. The committee con- 
Fraser executed to W. H. Short of Chi- | ritory, in addition to the message of the tert ied for a few hours by the Cincin- | sists of J. J. Doyle, Western & Southern 
cago a 99-year lease, which Short as- | commercial success of the institution | nati association before setting out on the | Life, chairman; E. H. Cullom, Life & 
signed to the Woodman Building Com- | oi which he is the head. Mr. Fiske paid lsecond leg of the jo ns to Memphis. | Casualty of Nashville; Felix Rothschild, 
pany; that Short paid nothing tor the nal tribute to Mr. Martin's business | The other train will i Memphis spec- | Sun Life of Maryland; J. J. Bradley, 
lease, had no interest in it and took title ility. | al i via dy gt ticcene coe and |Home Life of Philadelphia; H. C. 
ior the use and benelit of the buildin; Mr. Martin was showered | the railways, and will carry | Welch, American Bankers of Jackson- 
company; that on March 1 the building ibu ness men t. | the gations expected from the | ville, Ill.; H. C. Emmons, Mutual Life 
company executed a mortgage for $1,- 1 the mort n | Ne w York Association, which has of- | of Maryland 
125,000 to the Continen ~~ & Commercial | continued t 1k | ficially adopted this route, as well as the 
Trust & Savings Bank on the leaseh« old la i delegations from Newark, Philadelphia. | NEW YORK LIFE CLUB 
interest. large delegat | Wilt ston, Baltimore and Washingtor MEETING DATES FIXED 
Mr. Price further charges that as ofm- a number ot prom- | 
cers of the association Fraser and Yates, itizens were at the spea |PRUDENTIAL’S DIVIDENDS ' 
on Jan. 10, 1927, delivered to Albert J tal lresses of congratulatio1 FOR 1927 WILL BE $51,800,000 e New York Life announces t net 
Cwerell of Cleveland, O., a warranty re given by Rt. Rev. Michael J. Gal- : . a ee ows CO 
deed to the property, subject the | 1 bisl { the Detroit cese NEWARK, N ] May r* Che IDs OF the compat ‘ db 
ease; that on Dec. 1 previous, Twerell sident ‘e Prudential announces that conformity |! ws $400,000 owe scot 
ad executed a written agreement ] \ : ly t ts plan of maintaining its higl Mass Sept. fil; Greater A . 
n ding a certain the lease and irust Cor any let s l last year tota di > = Clu \ \tlant > , 
= tin to the B il Pporath I de Is i t ed t the company s Af M ~ - : : : 
option to purch: the fee title for $721,- | second vice-pres c : 1927 amount to $51 \ ry aod > > ' C 
000 it purchase: ore Jan 1936, and es, s ntendent | 500,00 tine gest vearly distr it) . a \ ; P 
$707,000 if ter that date: that nber ‘ < the rudent s historv nd Gult _ $200,000 ( Be ford 
ud verell, a had no interest Yor fies ere W last ears | ( dividend ay S . ta ” . . . 
i d took ti the use and ene- a irge umber if t ent t S48, 700.000 the com ‘ t westert : , - \f — 
of the company and r vers H WwW S Iders will profit during | °° ‘ M seg taggly 
the 1 received n Gr 1 Rapids | 1926 and 1927 to the extent of more thar _ Pa W . 
ion 1, executed a war | ‘ gers’ g 1 $100.000.000 Of this amount $31.000.- D Mont La ™ -—"= 
nty deed ardian Trust | Mart VU rE s¢ ¢ ears distribution as ae 
y of Cl which on Dec. 1, | lividends in cash and policy additions Group Association Elects Two 
926 lad executes 2 trust agreement de- “Delegation of Honor” Named be , ers stria . : es, whi The West Coast Life and the Western 
claring it held ttle as trustee tor the \ : . wang ; the mpany states to be the _Rreates States Life botl < an Frar S 
suance 700 lat d trust certificates ii, “D York I ~ Hon wn wil I rm ys um eve stributed to suc cyl > were elected to the Grout Associat 
Mr Price charges that all of these |) 4 a . om | ers single year by any company } at its last meeting, held in New York 
cts . the ofcers without o 7 . . so . j the st . lite msurance Cit The August meeting of the asso- 
ght or author c was |Panys new home ofhce | ohne st } a tn 9 
cnmiie ennenalt fon ven Cir- | June 17 are the followit Enters District of Columbia ciation will be nek aC 
cle, tl ) ‘sau ss Various angles « t! : corner- | ' : , a , : ; 
e. the women’s auxili on ener a $s © rece ‘ | ; : od ae — 4 en nm a Gem City Joins Convention 
7 Kaus - | \ H Harris, W H Roy i New | bee uthorizec t d business n the T he (vem Cty Life < Dayton O 
Fidelity Mutual Life | Y rk: R L. Campbell, B. M. Noland District of Columbia bv a letter received | has been admitted to membership in 
Ihe Fidelity Mutual Life announces : nar tte, N. R I. Manning, F. A jt! s week from Superintendent T. M. | the American Life Convention accord 
nerease of disability imsurance limits Wood, Los Angeles: M. F. Mulconery, Baldwin, Jr.. making known his decision | ing to an announcement trom the head- 
6 and issuance of a new retirement income W = ; a ore E. Reeve Seah ard Jand enclosing a_ lice ssued as of | quarters of the organizatio: St. Louis 
policy. Limits on disability now are the : om epekag— A. J urman, | May 1 Mo 
ollowing: MH. Lubot!, Chicago Herman | oi 
Disability income, $25,000, excepting | “' .‘@°cees John R. Hall, Philadel- to — oe 
under income for life plans, under which | ?""4 Samuel O. Hall, San Francise« 
maximum disability income from $25,000 | “\T°°Ur H Sisk, Ne w_ Mex branch 
of insurance is less than $200 a month, | “™ E. Rex Daniels, Florida ° 
n which case the limit is the amount ot eRe Pros CTOUS D erro ] [ 
nsurance that will produce $200 a month. Gives Facts On Insurance 
Waiver of premium, $50,000, less the Pie ainin facta sheet Smemcence 
amount of all insurance issued with |... fection the } oa saad ental | HERE is no other city in the world which offers the same oppor- | 
disability income features. If double in- | welj as its rewards. are pad a vee i tunity for an energetic life insurance agent as Detroit. Detroit has | 
demnity disability benefit is included, | article by Har 77 1 Mil ler. ee al wiles such a diversity of industrial and commercial activity that prosperity 
maximum limit is one-half that for the president ay the “Metropolit “a ] f. a is CONTINUOUS, not seasonal. | 
customary form. The limit with the |«4.  Outtine P oa ( saint edited eae ; 
double indemnity feature is $25,000. | Payward L. Bernavs peer Boy aia | Detroit people are prosperous and they are happy. They are firm 
Disability limits on female risks is $20.- | 4) nwhlic relations Bee pede tae ‘ho believers in life insurance. The Detroit Life Insurance Company owns | 
} 000 with waiver of premium, $10,000 with | ¢, one H 1 rete. ‘ee = Aoril $9 | its own Home Office, gives agents every consideration and exceptional 
double insurance, $5,000 with double dis- | yy, Di ccemnn Preis Rit ta ‘the ered ae |B}| service, and offers all forms of old line legal reserve standard policies. 
abilitv. benefit ane oe gg v MGI = oo. cis Our agents all are members of the Detroit Life Family. They are 
The retirement income policy is a de- | PU" Bones _ Re 3 & Sen oo successful and they are participating in Detroit's prosperity. Any life | 
ferred annuity contract provi din g that van atte iw hn Se ee insurance man, any part time man contemplating affiliation in Detroit, 
annuity begin, at the policvholder’s |). 4 volume which a "cane Ngo is invited to call at the Home Office, 2210 Park Avenue, and make | 
ception, at 55, 60, 65 or 70. It is sold in] eo Acager BP san pace vg satisfactory arrangements. See President M. E. O’Brien, or his assistant, | 
units of $10 maturity income per montk, — nize the waste of vocational mishts | Homer Guck. 
n the United States and to show just | 


income beginning at maturity it is 
ce £ £ 3; | What a career dem 
guaranteed for 120 months certain and sad whee it bane ¢ fer 
° . ° . a lait t nas 0 « el 
will continue for life Cash surrender, 


loan and paid-up values after three vears : : 
are provided. Licensed in Ten States 


ands of the individual 


DETROIT LIFE INSURANCE CO. | 


“The Company of Service 























on , . . . | 

Elected Assistant Secretary The new Union Labor Life of Wash- | HOME OFFICE BUILDING 2210 PARK AVE. 

ington, which first started doing busi | 

Harold R. Hutchinson, formerly of | ness about two months ago. is now | 

the Mid-West Life. was elected assist- | operating under ten jurisdictions. The | Life insurance opportunities evedehie } 
ant secretary of the American Reserve | latest state to grant it a license is Mich- Good Contracts—Write Homer Guch, Assistant te the President 

Life of Omaha at a meeting of the /igan, into which it was admitted this | — ae 

board of directors Friday week | 
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Pitfalls in Business Insurance 


Ons of the outstanding developments 


| 


life insurance recent 


last 12 


in the business in 


years, and especially in the 


months, has been the widespread use ot 


life insurance in relation to business 
partnerships or corpora- 
tions. As the field 


swarmed into it eagerly to 


concerns, either 


new has opened 


agents have 


grasp the luscious prizes, for business 


insurance usually means large policies, 


and its appeal to business men is pow- 
erful. 
This 


its disadvantages, 


had 


was 


sudden popularization has 
however, as 
pointed out forcibly in a discussion 
of the legal aspects of this type of insur- 
ance by Hersert AvaAm of the legal di- 
the Penn Mutvat Lire at the 
ASSOCIATION OF 


ADAM 


very 


vision of 
meeting of the 
COUNSEL, Mr. 


recent 


Lire INSURANCE 


predicted that a considerable part of the 


business insurance now being written 


will cause lawsuits and dissatisfaction 
when the policies mature because many 
such policies are being improperly writ- 
ten. One of the great dangers lies in a 
important question of in- 
ADAM 


court 


neglect of the 


surable interest in this field. Mr. 


gives an instructive analysis of 


decisions showing what constitutes in- 


interest in partner and corpora- 
offering 


surable 


tion relationships, as well as 


advice on the correct methods of mak- 


ing such policies payable to safeguard 
all interests. Mr. Apam’s valuable paper, 
the first 
week's 
WRITER, is 


which appeared in last 
Tue NationaL UNDER- 
concluded week. It is 
study by all life in- 


part of 
issue of 
this 
careful 


well worth 


Surance men. 


Stronger Administration in Illinois 


gratified by the 
supervision in Illi- 
Trade and 
Just as all 
so all 


INSURANCE men are 
stricter 
Director of 
,AILEY. 
bank failure, 


from the 


promise of 
nois made by 
Commerce H. U. 
banks suffer 
insurance companies 
blow to public confidence from an in- 


from a 
suffer 


surance failure. 
When Mr. Battey 


herited” a number of cripples 


took office he “in- 
No doubt 


seemed to be to 


the constructive course 
try to save them. The pleas of the 
Managements tor time to straighten up 


reasonable. The 
ASSOCIATED 


their affairs seemed 
failure of the 


RECIPROCAL 


tremehdous 
was an 
for tolerance as other way. 
If similar scandals could be avoided by 
super- 


EMPLOYERS argument 


well as the 


watchfulness, the 
1 be called constructive. 
saiLtEy did not realize 
that his consideration and _ tolerance 
might be Furthermore, it must 
be admitted that the concerns that have 


sympathetic 
vision could wel 


Possibly Mr. 


bused 


failed since he took office were in bad 
condition long ago. He had no choice 
except between forcing an immediate 


failure and trying to save the companies. 


Contribution 


Last year the life insurance companies 
paid to policyholders and beneficiaries 
$1,350,000,000. That is a wonderful 
record for any business Think of what 
that direct benefit to a large 
number of people This vast sum has 
taken care of by the life com- 


means in 


been 


If he had closed up companies right and 
left his administration might have been 
regarded as destructive. 
In justice to Mr. BaILey 
that before he 


insurance 


it should be 
took 
insol- 


even 
rumor 


remembered 
charged 
against the concerns that have 
He could not have saved 
had forced drastic action. 
worst out of the 
The INTEGRITY MuTUAL, the AMER- 
the Butt Doc INDEMNITY, 
CasuaLty, and the Mar- 
QUETTE NATIONAL are in liquidation, and 
them stripped 
The public prom- 


office, 
vency 
since failed. 
them if he 
The 
way. 
ICAN GENERAL, 
the LINCOLN 


cases are now 


apparently all of were 
clean of good assets. 
ise of closer supervision given out to the 
newspapers by Mr. Bartey and Attor- 
ney-General Cartstrom will doubtless 
prevent similar scandals in the future. 
The protection of the public is the pri- 


mary object of the insurance depart- 
ment, and if there are any shaky con- 
cerns that feel a heavier hand than in 


the past, the insurance department will 
nevertheless have the hearty support of 
insurance men in- 


the great body of 


terested in sound insurance. 


to Mankind 


panies and accumulated through thou- 
sands of contributions by individual 
policyholders. 

Ir you fall short, you cannot fall be- 
bed rock—and that is where you 
were in the beginning. 


low 


| of the 


Williamson, of Philadelphia; W. 
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M. L. Palmer, general agent for the 
National Life of Vermont, has been 
elected president of the Lincoln, Neb., 
school board, of which he has been a 
member for the past five years, in recog- 
nition of his services in helping plan 
and carry out an $84,000,000 building plan 
which has given the city a dozen splen- 
did new schools structures to take the 
place of ancient type buildings. Al- 
though a veteran life insurance man, 
Mr. Palmer was once principal of 
schools at Jackson, Mich., and later a 
member of the board of education there. 


Mark B. Lockyer, Chicago manager 
for the Kansas City Life and one of 
the leading personal producers of that 
city, died at the Ravenswood hospital 
in Chicago on Monday following an 
operation for appendicitis. Mr. Lockyer, 
who was 52 years old, had been ill only 
three days. He was a veteran in the 
life insurance business, having been en- 
gaged in it for 33 years, and having 
been a million dollar producer for many 
years. For 15 years he was manager 
in Pennsylvania tor the Illinois Life and 
while with the Illinois Life was one of 
the leading personal producers there. Five 
years ago he joined the Mutual Life of 
New York in the Chicago office under 
Darby A. Day and when Mr. Day left 
the Mutual Life, Mr. Lockyer joined the 
R. E. Spaulding agency of that company 
in Chicago. He gave up that post on 
Dec. 1 of last year to go with the Kan- 
sas City Life as Chicago manager, that 
company opening a new office and enter- 
ing a new territory which was given 
to Mr. Lockyer. While Mr. Lockyer 
was with the Mutual Life of New York 
he maintained personal production of 
well over $1,000,000 annually and that 
he had been continuing that pace is 
indicated by the fact that just previous 
to being taken ill Mr. Lockyer had one 
of the biggest months of his career, 
writing four $100,000 policies. 

In honor of the recent 
E. B. Stevenson, active manager of the 
ordinary department of the National 
Life & Accident, to a vice-presidency 
in the company, field managers waged 
a surprise contest and submitted ap- 
proximately $650,000 in ordinary. More 
than 80 percent of all managers took 
part in the campaign. A number of 
them made financial contributions to a 
sum to be divided among the leaders, and 


elevation of 


this was augmented by a contribution 
from the company which made it pos- 
sible for the leaders on both submitted 


and paid-for-volume to win cash prizes. 


Leaders among life insurance men in 
the east joined recently in New 
City in honoring Charles A. Foehl, or- 
dinary manager for the 
occasion marked the 
Mr. Foehl's affiliation with the Pruden- 
tial, and in —— of his success- 
ful rounding out of quarter century, 
many of the cmenee s executives at- 
tended. These home office representa- 
tives included Edward D. Duffield, 
president; Franklin D’Olier, George W. 
Munsick and Edward Gray, vice-presi- 
dents; Henry B. Sutphen, assistant sec- 
retary; Dr. J. Allen Patton, medical 
director; E. S. Andrews, supervisor of 
field instruction, James F. Little, 
ciate actuary; W. D. Lemon, manager; 
F. E. Boyd, supervisor, and Frederic 
H. Yeomans, assistant supervisor. 

In addition to Mr. Duffield and the 
other Prudential executives Charles B. 
Knight, New York manager of the 
Union Central Life, and Graham C. 
Wells, manager of the Provident Mu- 
tual, former associates of Mr. Foehl, 
also spoke. The Prudential’s ordinary 
managers were represented among the 
speakers by Frank C. Pierson, manager 
Pittsburgh office, who was the 
first Prudential associate of the guest 
of honor. Other Prudential managers 
attending the dinner were Cc 


asso- 


A. Mc- 


York ; 


Prudential. The | 
25th anniversary of | *~ - . a. 
: | of the Central States Life, and Dr. Em- 


George, of Brooklyn, and Van Vliet and 


Keer, of Newark. 


Clifford Ireland of Peoria, Ill., former 
director of trade and commerce in Illi- 
nois, has formally announced his re- 
sumption of practice of law in the Jeffer- 
son building in that city. Mr. Ireland's 
practice will be limited to insurance, 
federal and state departmental cases. 
During the time he was director, Mr. 
Ireland took personal supervision of all 
insurance matters in the state. He is 
well known to the state insurance com- 
missioners. Having served in Congress 


| he knows the ins and cuts of Washing- 
| ton bureaus. 





Edgar C. Miles, who has been ap- 
pointed general agent of the State Mu 
tual at Albany, N. Y., in place of Elme 
Morway, is well known in his section oi 
the state. For the last five years he was 
general agent for the Phoenix Mutual 
Life at Albany. He has been active in 
a number of lines. 


M. E. “O’Brien of the De 


President 


troit Life sailed Saturday for Europ 
He has been on the job for a long time 
and will take a rest in visiting scenes 


beyond the Atlantic. 

John M. Fairfield, insurance commis- 
sioner of Wyoming, died at Rochester, 
Minn., on Saturday, after an operatior 
for duodenal ulcer. He was buried at 
Lincoln, Neb., on Monday. Mr. Fair- 
field was appointed insurance commis- 
sioner early in the year by the governor 
and had inaugurated many plans to 
make his office efficient and useful to 
policyholders as well as insurance com- 
panies. Mr. Fairfield for a number of 
years was a big life insurance producer 
and one year produced between $900,000 
and $1,000,000 of insurance. He was a 
very active man and devoted much time 


to the insurance business. 

_ Mrs. M. W. Lowe, who joined the 
Tulsa, Okla., branch of the Missouri 
State Life Jan. 1, 1927, has developed 


into the leading personal producer 
among the women agents of the com- 
pany. She has written approximately 


$300,000 and is ambitious to write and 
pay for $1,000,000 in 1927. Previous to 
joining the Missouri State Life organ- 


insur- 
mar- 


ization Mrs. Lowe had no life 
ance experience. Prior to her 
riage ten years ago Mrs. Lowe taught 
school in Tulsa. She has been active 
in politics in both city and state for 
several years and has a wide acquaint- 
ance among the business, professional 
and social leaders of Tulsa and else- 
where in Oklahoma. 


Mrs. Carlyn Tweedie of St. Louis, 


Mo., one of the star personal producers 


mett P. North, former president of the 
Missouri State Board of Health, were 
married at Washington, D. C., May 19. 


About 30 friends of the couple, mostly 
physicians and their wives who were at- 
tending the meeting of the American 
Medical Association in Washington, 
witnessed the wedding ceremony. 
Victor M. Stamm, special agent for 
the Northwestern Mutual Life in Mil 
waukee at the home general agency of 
Clifford McMillen, was awarded a cer 
tificate of distinguished civic service by 
Marquette University of that city for 
having conducted the Community Fund 
Drive there last year. Mr. Stramm is 
the tenth person to receive such a certifi 


| cate and the first insurance man in Mil 


waukee to whom such an award has 


been given. 


M. A. Carroll of the Cameron & Car 
roll general agency for the Northwest 
ern Mutual Life at Oshkosh, Wis., and 
Earl Murray, district agent for the com- 
pany at Green Bay, Wis., had a narrow 
escape from death last week, when the 
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front end of the automobile in which 
the two were riding and Mr. Carroll | 
riving, was completely demolished by | 
1 passenger train at Algoma. Mr. Car- | | 
roll was severely bruised and Mr. Mur- 
ray suffered three fractured ribs. The e e - 
train was backing into the station at 

Algoma, and on account of the number | Miniature Home Offices 
f automobiles parked there Mr. Car- 

roll was unable to see it until it was 
too late. 


Ernest J. Clark, manager at Baltimore © SEATTLE 
for the John Hancock Mutual Life and | 
. former president of the National As- 
sociation of = Life Underwriters, | was ensues 
elected vice-president general of the 
Society of the Sons of the American 
Revolution, at the national congress WINNEAPOLISO 
held in Richmond last week, for the 
mid-Atlantic district comprising Penn- MILWAUKEE Qyzdporr 

sylvania, Delaware, Maryland and the | EE | ‘Oe BEMDT OTT iat Eero 
District of Columbia. Mr. Clark who OSALT LAKE CITY cusnA © ODES MOINES ® OPITTSBURG 
' 





is president of the Maryland society of m @PEORIA SOMES 


4 hain tant 
the S. A. R. headed the delegation oi P SAU FRABCISCO rp YawaPoLis 
©EANNIBAL 
that state to the convention. gaysaS CITYe ecEARLESTO 

@sT.LOUIS 


A. L. Saltzstein, general agent in Mil- 
waukee for New England Mutual Life, oNASEVILLE 
and Mrs. Saltzstein, who are on a QLOS ANGELES © cx LanoMs CItY 
European trip, celebrated their 40th . 
wedding anniversary in Florence, where 

party gathered to greet them. , Mr. 
and Mrs. Saltzstein spent a month in © DALLAS 
Rome and while there they were re- 
ceived by Pope Pius XI. 

After a short stay in Venice, Mr. and 
Mrs. Saltzstein left for Poland, Rou- SAY ANTONIq 
mania and Russia in the interests of 
lewish societies in the United States. 
Mr. Saltzstein is making special investi- 
gation of Jewish farmers in those coun- 
tries. 

A. A. Drew, manager of the Mutual ..* ° ‘ . . . i Pe 
| Benefit in Chicago, has returned to his | A miniature Lincoln National Life Home Office is right in 

fice after an absence of ore thi : 
ce after an absence of more lan your neighborhood. 


three months. Mr. Drew had been in 


poor health for some time but the doc- 


tors were unable to locate the trouble In order that the policyholders and field representatives of The 
ind he decided to go away for a rest. ° . . on ° ~ 

On the train on his way to Asheville a Lincoln National Life Insurance Company may have the best and 
tooth began to trouble him and when ffi c= ae b ; “h Hh cee eS Ree | 

that was pulled several more were found most efficient service, 2/ Dranch omeces are maintained. 

to be involved. Although it took some : : : ; 

ae ecuennen: ta Wak ee te eee A highly trained life insurance man thoroughly schooled in 
entirely disappeared and he is back on modern underwriting, is in charge of each branch. Every cashier has 


the job the picture of perfect health 


been schooled at the Home Office in the most up-to-date methods. 








LIFE AGENCY CHANGES | As a result the agent receives prompt service on all his business; 
his troubling problems have immediate attention. 








NEW PLAN IN NEW YORK CITY 


. You are cordially invited to visit any of our branches. 
Aetna Life Will Have Three Generai | ‘ 


Agencies There, Instead of Con- 
centrating in One Office 


aii Sieh tee oreemmeal » se (LINK uP ()wimn rue (LINCOLN) 
— 


lowing the resignation from the New 
York agency of Hugh D. Hart, senior 
member of the firm of Hart & Eubank, | 


to become vice-president of the Penn 
Mutual Life. he 


The general agency at 100 William 
street will be continued under the man- e e ° 
agement of Gerald A. Eubank. The ‘ i 
i present office staff will be continued and | incoln National ife 
the success of the agency is assured 
The office which has been maintained 
in the Bowery Savings Bank building. | Insurance ( ‘iompa ny 
12nd street, will be established as a sep- 
arate general agency under the man- | 
agement of Harold C. Hubbell. For | 
some time he has had active charge and 
the practical management of that office “Its Name Indicates Its Character’ 
and has been to a large extent respon- 
sible for its success 


\ new agency will be established in . ‘i 

the Pennsylvania building, 34th street Lincoln Life Bldg. Fort Wayne, Ind. 
nd Seventh avenue, under the manage- | 
ment of James R. Brown, who has been 
with the company for several years in : 

the field, Seth in Boston and Chicago. More Than $470,000,000 in Force 
Vending an opening in a metropolitan | 
office, Mr. Brown has been temporarily 
in charge of the New Haven agency, in 
which he has established a successful 
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THE N ATION AL U NDERW RITER 





MENU 


Why Our Men 
Grow Strong 


Modern Rates and Rate Book Modern Policy Contracts 
—it’s all there—the last word —every up-to-the-minute feature 
Special Corporation Policy Business Men’s Policy 
—pays face for disability —special low rate—$2,500 up 
Famous Child’s Policy 
Parent insured. Child insured. Endowment for child 
If parent is disabled, policy becomes paid-up Endowment 
Thrift Policies 
“Junior Banker” “Paid-Up Additions” 
All Endowments Par and Non-Par 
Ordinary Life Non-Par 
Portlahnates at end of 20 years 
Annual Dividends at End of Ist Participate at end of 
Year to Help Pay Second Premium premium paying period 
Loan Value to Help Pay Second Premium 
Paid-Up Life Option Endowment Option 
Under all Endowment Policies Under Limited Pay Life Policies 
Participating Policies Non-Participating Policies 
Low Net Cost Low Rates 
Age Limits—Birth to 65 
5% on Trust Funds Now 5% on Instalments Now 
5% on Dividend Accumulation Now 
Liberal Disability Benefits Double Indemnity 
Life Income and face of policy Accidental Death 
at death. Waiver premium 
Major Surgical Operation Benefits 
Women Accepted at Standard Rates 


Planning of Insurance Programs All Forms Monthly Income 
—made easy by Instalments and Trust 
rate book Fund Options 
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Retirement Policies 
Income for Life. Endowments 
at 50, 55, 60, 65, 70, 75, 85 


Non-Par Limited Pay Life 
and Endowment 


Dismemberment Benefits 


Bequest Insurance 


Inheritance Tax Provisions Life Insurance Trusts 


Sub-standard Department 
Accident Department 
All Forms Accident and Health Policies 
Group 
Life—Accident—Health 


Salary Savings Employment Insurance 
Monthly Payments Ten employes eligible 


Wholesale Insurance 
Lodges, Clubs, Labor Unions 


Are you qualified and equipped to build an agency? 
Do you want to GROW STRONG in one of the 36 
Continental States? If so, write 


Agency Department 


Continental Life Insurance Co. 
ST. LOUIS, MISSOURI 


Edmund P. Melson, Pres. J. De Witt Mills, Sec’y 














Western Reserve 


Life Insurance Company 


MUNCIE, INDIANA 








Old Line Legal Reserve Company 
Operates in Indiana and Ohio 
Wanted: A few General Agents 
in each State. 


Service to Policyholders Unsurpassed 
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| organization were then out 


| the large producer. 


full-time inion and greatly in- 
creased the business. 

The company has decided to maintain 
a collection agency for all renewal pre- 
miums, in charge of Lawrence H. House, 
located at 100 William street. Mr. 
House has for some time been cashier 
and office manager in the Hart & Eu- 
bank agency. 


W. L. Niewerth and R. M. Kaiser 

The Mutual Life of New York has 
appointed W. L. Niewerth and R. M. 
Kaiser district managers in the new 
office at Logansport, Ind., operating 
under supervision of the Indianapolis 
branch. Mr. Kaiser has been connected 
with the company for the past five years 
while Mr. Newerth was until recently 
with the Peoples Life of Indiana 





W. B. and Clovis A. Smith 


W. B. Smith and Clovis A. Smith 
have been appointed district managers 
under the Indianapolis branch of the 
Missouri State Life at Washington, Ind. 
For the past 12 years W. B. Smith has 
represented the Prudential in the Wash- 
ington, Ind., territory and his son Clovis 
has been associated with him sirfce 
graduating from high school. 


C. F. Young and Fern Scates 


Harry G. Allen, manager of the 
Memphis branch office of the Interna- 
tional Life, has announced the appoint- 
ment of C. F. Young and Fern Scates 
as general agents for that company at 











McKenzie, Tenn. Mr. Young was for- 
merly with the Reliance Life, while Mr 
Scates is a new recruit in the insur- 
ance field. 





Lawrence McGeath and J. P. Denger 


Lawrence McGeath, for seven years 
cashier of the Farmers State Bank, 
Dows, Ia., has been appointed general 
agent for the American Bankers in 18 
counties in northern and central Iowa. 
Mr. McGeath has handled the Dows 
agency for this company for some time 
Mr. McGeath will work with J. P. 
Denger of Galt, Ia. He will handle the 
field work, with headquarters in Dows 
and Mr. Denger will handle the office 
details. 


T. H. McNary 


T. H. McNary has been appointed 
general agent for the Sentinel Life of 
Kansas City for southwestern Ohio with 
headquarters at 1017 Provident Bank 
building, Cincinnati. He will represent 
both the life and the accident and health 
departments of the Sentinel. 





Life See Notes 

Joseph Shelver, for the past two years 
connected with the Mielenz agency of the 
Aetna Life in Milwaukee, has been ap- 
pointed to take charge of the group de- 
partment of the F. C. Zart agency of the 
company in Cincinnati 

Dr. J. B. Cranfill, noted writer, realtor 
insurance man and formerly pastor of 
the First Baptist Church of Dallas, Tex 
has been appointed special representa- 
tive of the Southland Life of Dallas and 
is expected to become one of its leading 
producers. 











_ EASTERN STATES ACTIVITIES 











J. O. HOOVER, AGENTS FETED 


Travelers Big Producers Are Guests of | 


Joseph D. Bookstaver—Convention 
Selection Rules Explained. 





NEW YORK, May 26.—J. O. Hoover, 
the new assistant superintendent ot! 
agencies for the Travelers in the metro- 


politan district, and the leaders in pro- | 


duction in his agency during April, were 


| the guests of honor at a luncheon given 


here last week by Joseph D. Bookstaver, 
local general agent of the Travelers 
More than 120 members of the organi- 


| zation attended the luncheon, at which 


Mr. Bookstaver announced and _ intro- 
duced the several agency leaders last 
month in total premiums, volume and 
number of applications rhe rules 
governing the selection of those agents 
who will go to the ietarontionil Liie 
Underwriters convention at Memphis in 
October as guests of the Bookstaver 
lined by Elias 
Klein, office and sreduction manager. 
He explained that Pt ae will be based 
on the progress made by each individual 
agent All who qualify by increasing 
their production at least 50 percent over 
their average figure, which ts calculated 
upon varying bases according to the 
status of the agent, will go to Memphis 

Mr. Klein stated that progress had 





| been made the basis of selection, because 


it gave the same opportunity to the new 
as to the old agent, to the small as to 
All each man has to 
do is put forth some extra effort to in- 
crease his normal gait, regardless of 
what it is. With some minor changes 
the system to be used is the same that 
was used with such success in selecting 


delegates to all the national conventions | 


for the last four years 


Edwin C. Wilcox Dead 


Wilcox, for 37 years con- 
nected with the Boston office of the 
Penn Mutual Life, and previously with 
the Connecticut Mutual and Aetna Life, 
died at his home in Newtonville, Mass., 
this week aged 67 vears. He was well 


Edwin C. 


known and highly regarded among the | 


life insurance fraternity in Boston. 


ler calibre 


| Saginaw County 


| more than a score of years’ 





IMPORTANCE OF 
Is Stressed by Commissioner Charles 
D. Livingston of Michigan in 
Address Given at Saginaw 


INSURANCE 





SAGINAW, MICH., May 25.—Hig!l 
personne!, greater considera 
tion for the public’s interest, and c¢ 
peration with state regulation are en 
couraging aspects of the insurance 
scene today, according to Commissioner 
Charles D. Livingston in an address last 


| week at a special joint meeting of the 


Insurance Exchange and the 
Association of Lif 
Underwriters. The Michigan depart- 
ment head, who is an insurance man of 
standing 
himself, was distinctly optimistic in his 


Saginaw 





| predictions for the business. He re- 
I . 
| viewed briefly the progress shown in 


several of the leading branches of 
surance, declaring that virtually all of 
hese lines have now reached a condi 


tion of financial stability and underwrit 


|} ing soundness which make them key 


stones in the financial structure of the 
nation, 
Investigation Was Beneficial 


Commissioner Livingston told of the 
immense importance to the state of in 
surance regulation, from a tax stand 
point alone, as he said the state netted 
approximately $3,200,000 from the prem- 
ium tax for the past fiscal year. The 
speaker not only outlined insurance 
conditions of the present but sketched 
its history, telling of the turbulent 
times when the companies were under 
fire of the New York newspapers. The 
investigation of that time, he main- 
tained, was a real source of betterment 
as the companies were shown in a con- 
vincing way their own shortcomings 
and their reformation has been com- 
plete and revolutionizing to the business 

Mr. Livingston held that life insur- 
ance, since its remarkable growth of the 
last decade or so, has been placed on 
perhaps the best business basis of any 
of the country’s great enterprises. He 
said that fire insurance is rapidly taking 
rank with life in having developed a 
sound foundation and structure. He 
predicted lower interest returns in the 
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’ 4 rom < « that 1 . . . ; 1 1 
Mallison of West Virginia shows that In | munities visited there is a distinct move a price is offered that will return then session laws in suc sha w that 
926 the hte compamies operating in the the 9 er This Ids dow , ces thev have hee abl at 
| state issued insurance amounting to and will continue to do so until the | the laws will be printed officially July 1 
i $167.963.256, bringing the 1 } greater portion of these holdings are | and thus become effect that te 
force in the state to $701,535.$ sold, a process now going on at slowly After July 1, William R. Baker 1! 
nsurance premiums in t! sing figures be Kansas commissioner surance 
mounted to $21,650,824 lwo nstead of superintendent urance 
lenin as anies in ti issued &: ’ . ' : 
ment companies in the state issued $31 Boyle & Boyle’s New Offices The agents’ qualification law w il 
; 7 ns he 1 t nais 50 in D , 1 ; 1 ‘ h neurar ’ } 
00 of insurance. The fraternals, 59 1 Bovle & Boyle Chicago general | effe Che insurance " nae 
sam -oyt £7? 358 938 br y : ; fro rol} 1 ‘ 1 1 +«) 
umber, wrote 12,358,2 £ agents S Minnesota Mutual Life ‘ Ma o Ma la a F 
their insurance in force in the state t 








$84,556,471 Fraternals received prem- | } 
ums amounting to $1,336,426 


Sarver Addresses Marion Meeting 





President John M. Sarver of the Ohio 








Disaster Involved Life Insurance 





8 Life insurance interests involved in i 
dynamiting of the schoolhouse at | | , 

ath. Mich., resulting in the death of | ] | 

‘ f whom 37 were children, by the | # | 
demented treasurer of the school board, | | sen {i 

vere of a greater ! l | 
supposed. Despite 

fi the explosion vic 4 | 


E. R. Tausche, Lan 
anager for the 





iims that at least ten of the indivi Legal Reserve Income Disability 


lost their lives had Metropolitan | 9 


} 

| 
licies. Mr. Tausche’s ct Non-Participating Double Indemnity | 
ry) - ] + ly +* 








graphed immediately after tl lisa r, |i a ° s6 , e a 
instructing the Lansing agent to waive Complete Life Line Excess Interest 





de Magee sey alle > y Ba Ae olga maf | Sub-Standard D Low Premiums 
10 Bilevinte ia Bart the Gunacial worries 11 ub-Standar ept. 


he cies aa | Liberal Commissions 


Fatally yadtnadt sapere an Non-Medical Apps. Good Territories 


le burden of tragedy-t 
~ , I 2 » ieee : ni . : 
. Lead in Charity Drive Salary Sav ings Insurance ~ | 9] 560,326.00 in | 








_— 


the face of many other charity and f . =. 
et dates. ie Wile Renawanees Sanme ol Juvenile Policies force | 
Buffalo, headed by Harrison | \ * - 
issedl its quota in subscriptions tor i | 
he Buffalo Community Chest Eacl \ | 


- } he nNranc met ] , } 
ar re iife msurance mel have @ ¢ # i 


ver the top in these charity drives Trebled in size in the last ten years. 
Doubled in size in the last seven years. | 
General Agency opportunities in nine- 
teen States, principally in the Missis- 
; Agricultural Conditions Give Promise of 


Unusually Good Returns to sippl Valley. 


Farmers This Year. 





MISSISSIPPI VALLEY 











NEBRASKA PROSPECTS BRIGHT | } 


= SS Ss 


LINCOLN, NEB., May 25.—Liie in- | } 
urance general agents are looking tor- \ The Franklin Life Insurance Company 


ward to a great increased volume ot | # 


usiness the last half of the vear Not | # Le ; 
: ; a nee Springfield, Illinois 


years has the soil ot the state been \}\ 
thoroughly wet down, and the tarm Mi 
experts say that the moisture supply is | | 
sufficient to put the wheat crop through | ff 
nd to give corn the best start it has 
ad in years. Last year the state mar- — : — : — - — —! 
keted about 35,000,000 bushels of wheat 
he lowest estimates placed on the 1927 
rop of winter wheat alone is 53,000,000, 
nd grain men say their reports justify 
prediction of 60,000,000 bushels. The 
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“OLD IRONSIDES” 


Have You Contributed to the 
Restoration Fund? 








The John Hancock Mutual Life Insurance Company of Boston re- 
ceived the following request from a well-known underwriter: 


“I notice in the March issue of The John Hancock Sig- 
nature a reference to ‘Old Ironsides.’ 

“One of my associates in the office has asked me to 
obtain if possible one of these pictures, and I would like 
to have one myself. Therefore I am enclosing my check 
in the amount of fifty cents.” 


While the John Hancock is not acting as agent for the Navy De- 
partment in the sale of pictures, the Agency and Clerical Force, as well 
as Home Office executives, are all working to keep “Old Ironsides” 
Lo afloat. 


If any underwriter wishes to secure this beautiful reproduction of 
the “Old Ironsides” painting by Gordon Grant, noted marine artist, and 
will send in 25c, we will see that he gets the picture and the Navy De- 
. partment the money. Address Inquiry Bureau, 197 Clarendon Street, 
Boston, Mass. 





Lire INSURANCE COMPANY 
OF BOSTON. MASSACHUSETTS 
Sixty-four years in business. 
Hundred Million 


Now insuring Two Billion Five aa eee policies. 
Save and secure in Every W. 




















COMPANY 


CHICAGO 


Executive Office: Jacksonville, Illineis 


Life ‘ Health ‘ Accident 











' ty You are a producer 
You want a REAL job 
You believe in yourself 
i A friendly interest is needed 
Close co-operation is necessary 
Write or wire: S. M. CROSS, President 
OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 


Territory does make a difference 


























companies are required to submit policy 
forms before using these forms in this 
state. There are numerous other impor- 
tant changes in the insurance laws in 
the new code. 





Mielenz Agency Meeting 


The second of the series of regional 
conferences was held in the Wisconsin 





| 
| 


as a Life Work.” Mr. Mielenz was on 
the program with the other speakers, 


Kill Wisconsin Life Insurance Bills 


The bill which related to the mutua- 
lization in the articles of incorporation 
of domestic stock life companies has 


; been recommended to the assembly oi 


field last week by Albert Mielenz, gen- | 


*ral agent in Wisconsin and upper Mich- 
igan for the Aetna Life. The meetings 
which were held at Milwaukee, Madison, 
Wausau, and Green Bay, were under 
the direction of Leslie O. Schriver, as- 
sistant superintendent of agencies at 
the home office. Life, accident, and 
group coverage were discussed by the 
speakers on the program. Dwight Teas, 
agent at Wisconsin Rapids, carried a 
message on “Self Management,” and 
John Stevens, agent at Appleton, told 
of his plan of selling group insurance. 
Prescott W. Eames, agent for the com- 
pany at Grand Junction, Colo., told 
about his plan of selling life insurance. 
Mr. Schriver talked on “Life Insurance 


Wisconsin for indefinite postponement, 
after a hearing on it last week. In- 
definite postponement has also been 
recommended for the bill relating to 
group policies for fraternals. 


Agency Meeting at Davenport 


A. W. Brown, manager of the Mutual 
Life of New York, at Davenport, Ia., 
held his annual agents’ convention last 
week. Nearly 50 agents from eastern 
Iowa and northwestern Illinois were 
in attendance. 

A luncheon and afternoon session were 
held, followed by a dinner. The prin- 


| cipal address at the dinner was given 


| 





by Dr. S. S. Huebner of the Wharton 
School of Finance & Commerce, Uni- 
versity of Pennsylvania. 











IN THE SOUTH AND SOUTHWEST 











LIFE BUSINESS IN ALABAMA 


Insurance Department Gives the Figures 
for the State on Operations 
of Last Year 


In Alabama last year the legal reserve 
companies wrote in new ordinary busi- 
ness $136,104,847 as shown by the state 
insurance report. They terminated $73,- 
722,498 leaving $630,800,535 in_ force. 
The state leaders or those writing $2,- 
000,000 and over are as follows: 

New Business In Force 


Acacia Mutual ..... $3,019,000 $16,447,500 
Aetna Life ........ 5,244,984 2,074,802 
Alabama National... 5,544,408 15,810,090 
American National... 2,345,800 5,135,619 
Commonwealth, Ky. 2,380,450 7,262,143 
Equitable, N. Y..... 7,549,057 36,787,218 
International ...... 2,495,424 8,451,964 
Jefferson Standard... 2,002,400 11;965,288 
Lincoln Resv., d 2,35 3,800,868 
Massachusetts 17,275,020 | 
Metropolitan 40,010,383 
Mutual Life, 44,045,104 


National Life 
New England 
New York Life..... 
ee Cee cecen'ens 


-— 









4 

5, 

ty 

5, 
Pacific Mutual...... ,339,292 13,3 284,931 
Pan American ..... 2,394,817 3,802,084 
Tenn Mutual cen 317 3 5 
Protective Life, Ala. 872 1, 
Provident Mutual 3,954 8, 
PreGemtianl ..cccccce 802 8. 
teliance Life ...... 656 3 
Southern States R00 9 
TURCOIOTE wccccccces 188 32, 


Union Central 
Industrial Business 


The new industrial business in the 
state last year amounted to $66,923,250, 
and $109,826,241 in force after $58,133,- 
401 had been terminated. The leaders 
in industrial are the Life & Casualty of 
Nashville, $11,491,984 new _ business; 
Metropolitan $10,142,777; Southern Life 
& Health of Birmingham, $8,939,175; 
American National of Galveston, $5,954,- 
829: Commonwealth of Louisville, $4,- 
086,235; Independent Life of Nashville, 
$3,397,738; Southern of Nashville, $3,- 
848,054. 

The group business in the state 
amounted to $21,775,209, the Prudential 
leading with $6,797,670. The Metropoli- 
tan had $6,034,439, the Aetna Life, $2,- 
201,700; Alabama National, $2,139,000; 
Protective Life of Birmingham, $1,634,- 
460. The total new life business includ- 
ing group and industrial last year in 
Alabama amounted to  $224,803,306 
There was terminated $142,674,480, leav- 
ing $788,616,666 in force 


Shows Dallas Is Insurance Center 


The Chamber of Commerce monthly 
publication “Dallas” in its May number 


calls attention to the fact that Dallas, 
Tex., is becoming an important insur- 
ance center, with seven life companies 
six fire, two casualty and two accident 
and health companies maintaining home 
offices in Dallas. In addition, there are 














166 insurance agencies operating in the 
city. The June issue of “Dallas” will 


| be devoted primarily to the insurance 


business of the city. Local authorities 
have been called on to furnish material 
and information for the number and 
every phase of insurance will be ex- 
plained by men prominent in their par- 
ticular fields. 


Report on Florida Legislation 


The legislative bulletin of the Ameri- 
can Life Convention states that the 
Florida revenue bill introduced into both 
houses by the joint educational fund 
committees does not contain the pro- 
posed 3 percent premium tax. 

The Florida House has revorted favor- 
ably House Bill No. 276 authorizing 
county commissioners to provide and 
pay for insurance to employees, agents, 


county officers and their deputies, on 
|group plan, and to levy and collect 
| necessary tax therefor. 

994, 633 | 
328,843 


Florida House Bill No. 845 which pro- 
vided that life insurance companies be 
required to invest and keep invested 75 
per cent of the legal reserve in specified 
Florida securities has been reported un- 
favorably. 


American Provident Plans Convention 


Elaborate plans are being made by 
officials of the American Provident Life 
of Houston, Tex., for its first annual 
agency convention Aug. 9. The con- 
vention will be held in the Credarco 
building, which also houses Cravens, 
Dargan & Co., general agents who own 
and operate the American Provident. 
The American Provident has already 
passed the $1,000,000 mark in business 
and the convention is expected to be a 
gala occasion in celebration of the first 
year’s success. A picnic will be held the 
day following the convention. All 
agents of the American Provident who 
aualify for a certain amount of business 
will get their expenses paid to and from 
the convention. In addition four prizes 
have been offered, $25, $15 and two $10 
prizes to the highest agents. 


Open Houston Branch Office 


The Amicable Life of Waco, Tex., has 
opened a branch at Houston with Robert 
H. Pentz in charge. The Houston 
offices are located on the 15th floor ot 
the Post-Dispatch building. Mr. Pentz 
has been in hfe insurance work in south 
Texas for a number of years Phe 
opening of the Houston branch is part 
of the Amicable’s expansion policy for 
the vear. 


Ruling on Texas Investments 
Bonds of federal farm loan banks and 
of joint stock land banks are proper m 
vestments under the Robertson law tor 
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was held last week by 
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$2,016,250 Phe \lodern 


new business had $2,267,000 and term 











ssistant Attorney General Cousins, | inated $2,159.00 ere are a number 
swering on irom Commis- | of colored fraternals in Alabama. Those 
er R. L. Daniel It was pointed reporting showed new business $5,576,- 
Judge Cousins tl the Robert- | 629, terminations, $505,085,547, with $29 
law contemplates the investment ot 590,27 orce 
Xas reserves of outside life companies = 
s sec ies 1 that bonds issue 
lexas securitic ane that bonds 1 ued Had Unusual Record 
the farm and land banks in Texas oa : i : ; 
re secured by mortgages on Texas \ men Nh Ras DCR Opcrarmg m 
, - RI gel at , Virginia for seven vears through John 
1 up to 50 percent of its value , - it 
C. Goode, general agent at Richmond 
and a total of several millions of busi- 
. labe ness has been written in tl per 1, it 
Fraternal Record in Alabama ; : 
Was not until recent lat the State 
[he fraternals wrote in new business | Mutual Life of Massachusetts was called 
st year in Alabama $21,400,356, termi- | upon to settle its first death claim in the 
nated $21,403,835 leaving $76,290,527 in | state It was also Mr. Goode's first 
rce. The leader was the Woodmen of | experience with a claim of this sort 
e World of Omaha, which wrote $8,- | although he had written upward of 
759,541 and terminated $9,167,962. The | $800,000 of business for another com- 
next was the Praetorians of Dallas, $2,- | pany before going with the State Mu- 
631,500 new business. It terminated | tual as its general agent in 1920 
PACIFIC COAST AND MO | 
ee ee eee See : — eC RNR a eae | 
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TRUST ACTIVITIES OPPOSED 


California Bankers’ Association Goes on 
Record Condemning Alleged Illegal 
Practices of Life Companies 


SAN FRANCISCO, May 25.—Cali- 
ornia bankers have gone on record as 
opposed to foreign lite insurance com- 
anies doing any kind of business simi- 
lar to trust business in California. Sev- 
eral months ago the bankers of Califor- 
nia registered their opposition to the 
trust activities of the New York Life, 
which is chartered in its home state 
but not in California to do a trust busi- 
Resolutions adopted at the annual 
onvention of the California Bankers’ 
\ssociation on this subject are as fol- 
lows: 

“Whereas, it has been brought to the 
. this association that certain 

rporations organized under the laws 

states other than California but quali- 
ed and licensed to conduct a life insur- 
ince business within the state have been 
and are conducting within this jurisdic- 
tion, a trust business; and, whereas, the 
ing of this trust business in this 


state bv lite 


I¢ss. 


notice of! 


insurance companies 1s 
our judgment unlawtul a1 

of the laws of this 
turther resolved 
Association in 


« nm 
state The 
re, be it by the State 


Bankers’ annual session 


ssembled that such practices are wholly 
subversive of the laws of this state and 
the best interests of its citizens and 

it appropriate action should be im- 


otfiicers 


taken 


stop such pr: 


ediately by proper state 
to support and 
1 to 


State and 


ictices 

1 7 +} 
rce_ the aws of « 
estrain all corporations whether for- 


wn or 


rust business 


domestic from engaging in the 
unless permuitted and 


ilited so to do bv the laws of the 


state of Calitormia Be it further re- 
solved, that a duly authenticated copy 

this resolution be forwarded to the 
iperintendent of banks and the attor- 


and the insurance commis- 


State o! Calitornia.” 


ney general 


sioner of the 


Many Applications Pending 


The insurance department ot Calh- 
fornia reported last week that it 1s con 


applications tor 
for name of 18 mutual lite 
Several are located in 
Angeles, some in San Francisco, one in 
Stockton, one in Modesto, one in 
two in Oakland, Cal 


sidering the 


associations 


no and 


Big Increase in Colorado 


Coloradoans purchased $8,000,000 








pur 
new lite insurance in the first quarter o! 
1927, ar percent over the 
first ¢ Those hgures 
were ¢ Il. M. Holco € 
directs irance Sales Re 
search ord, w was in 
Denver nsurance meet 
ings se O ’ ercent 
is | than the genera iverage <¢ 
the whole country, which is but 
cent, Mr He < said At the same 
time lapses nsur ce p licies ave 
decreased, showing that } \ ) 
are keeping their premiums wy 

Wh le 1! Der ver Mr Hol moe was 
the guest « h or at a lunche give 
by genera gents d agers <« the 
larger lite ns ance s ! w s 
ness 3 state He also addresse 

eeting of the Colora \ssoc ‘ 
Life Underwriters 


Dr. Jarvis Gets the Coast 


Dr. William P. Jarvis San | 
A s4 Pa nic \ > '™ eT I we 

he Mutual Benefit Life & Accident « 
(maha ec es Ice residet tie 
United Benefit Life. the running mate « 
tl Mut 1 | t Health & A le 
nd will also e charge oi e ¢ e 
or the life comy The Mutual 
Lene t Healt & \ t s < 
operating the cOas e1ent ve s 








IN THE ACCIDENT AND HEALTH FIELD 











GLOBE CASUALTY’S NEW FORM 


Some Interesting Features of an Acci- 
dent Policy That Is Just Put 
on the Market 


Casualty of Columbus, O., 
new accident policy called 
Income Protective Policy,” 
hich has a number of unusual and 
ecial features. One provision of the 
olhiey extends the coverage beyond the 
premium due date for a lmuited 
time Che premium charged 
us particular guarantee l 


Che Globe 
nounces a 
e “Pertect 


wular 
eriod ot 
will be re 
to the assured upon request and 


surrender of the policy, that is, suc! 
part as is unearne For claims arising 
within the mont when a change ot 
ccecupation takes place « it any time 
provided r ssured has given writ 
ten notice of change of occupati 0 
davs prior to the date « disability, there 
will be ro-rating of ind nitv for 
change of occupation Otherwise the 
regular pro-rating standard provision 
No. 1 terms prevail All indemni ties « 
the policy are increased 5 percent at 


} ; ! 
the end of each vear that the Ppolcy 18 


maintained 


ntinw rusty " tor " 
continu i 1 rOree 


all indemmities have been increased 50 
percent Che policy is written on the 
ron-cancellable term basis, but in no 
event will the surance be carried be 


EDITION 27 


DON’T SAY: 
“T’ll Have to Call You Back” 


When your Policyholder 
Telephones and Asks: 


What is the quarterly rate on my policy? 
Are my dividends left to accumulate? 
Have I the disability clause in my Policy ? 
Is my insurance payable in one lump sum? 
etc. etc. etc. etc, etc. etc. 


By Using the 


DALLWIG Commission RECORD 


You Will Be Able to Answer All Such Questions 
At Once! 


Sa SS SS SS SS SSS SS See eee ee eee ee 


P. G. DALLWIG, Exclusive Distributor, 
231 South La Salle Street, 


Please send facts and wmation about the Dallwig Policy a 
Comn ssion Record and Sag e Sheets which will show wv how I 
can a i saying “I Have to Call You Back 

I place “ nde obligat to f{ 
Name ° 





THIS COUPON MEANS REPEAT BUSINESS FOR YOU 


WUT 2-2 
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OUR FRIENDS 


wll become 


YOUR PROSPECTS 


When you join the Field Force 


of 


Lutheran Brotherhood 


1254 McKnight Bldg. 


Minneapolis, Minn. 


eE—_—— mmm eee eee eee 
Se ee ee ee ae ee 


a > ee > ce ce ee ee ee ee ee ee 


} 
' 
' 
L 





THE NATIONAL UNDERWRITER 




















‘Honestly, It’s the 


Best Policy”’ 
1900-1927 


NORTH CAROLINA 


for wide-awake producers as 


District Agents 
for a strong 


Southern Company 


A Home Office Supervisor is now assisting 
agencies in this State. Many other “Atlantic 











yond age 64. The insuring clause in- 
sures against disability caused “through 
accidental bodily injury.” 


FIGURES OF MUTUALS SHOWN 





Returns for the Accident and Health 
Companies for 1926 in Illinois 


paid claims $2,490,799. The leader was 
the Illinois Commercial Men’s of Chi- 
cago with premiums, $1,605,847 and 
claims $1,273,798. The Illinois Travel- 
ing Men’s Health of Chicago had prem- 
iums $792,699 and paid claims, $556,077. 
The United States Mutual of Chicago is 
listed under the head of “general mu- 
tuals” in the Illinois report and was in 
the assessment companies. Its prem- 
iums were $460,304, and the losses 
$180,562. The Illinois Mutual Casualty 
of Peoria, also listed under mutual com- 
panies, has $161,197 premiums and $10,- 
467 losses. The Mutual Casualty of Chi- 
cago, another of the same group, had 
$746,930 premiums and $495,924 losses. 

The Mutual Benefit Health & Acci- 





May 27, 


1927 


lines, the details of which are not yet 
ready for publication The greater part 
of the company’s business consists of 
automobile lines, the volume of whict 
has grown rapidly since the company 
was organized and entered the field 
November, 1924 


Automobile Club Offers Policies 


: KANSAS CITY, MO., May 25—T! 
S 1 d ° d O ° 4 E ° 4 are Given Automobile Club of Kansas City is offer- 
piendl pportunities Exist in ——- ing a $1,000 accident insurance policy 
The assessment health and accident with each new membership and with 
insurance companies received in prem- ¢VYery renewal of an old membership. The 
iums in Illinois last year $3,707,155 and | Policy covers any accident which can 
: ¢ happen to the holder from a motor 


driven vehicle, whether he is driving or 
not The insurance is carried in the 
Lumbermen's Mutual Casualty of Chi- 
cago and is renewable each year for five 
years, increasing 10 percent of its value 
each year for that time. The policy pro- 
vides for $1,000 payment in case of 
death or for the loss of both eyes, both 
feet or both hands and $500 is paid for 
the loss of one of these members. In 


, case of total disability $10 a week is 


paid for 30 weeks. 


Best Heads Accident Department 


E. B. Best, who became special agent 
for the Home Life of Little Rock, Ark 
a year ago, has been made manager of 
the new personal accident department of 
the Home Accident with headquarters at 
Little Rock. Mr. Best will handle the 















































‘excess of the actual reserve on policies 


, - le f ahz $397,519 - ; i i 
Advantages” are available. dent ot Omaha had B 397,519 prem-~ | »roduction of personal accident business 
|f | iums and $257,976 losses. The Pyramid | cnieny through local agents of the Home 
\f| Mutual of Chicago, which is a Negro] accident. The company has issued a 
\f| company, had $128,009 premiums and | standard all hazard accident policy to be 
T. B. Harrison, Gen'l Agent E. R. Harrison, Gen'l Agent $103,020 losses. The | nderwriters Mu- called the “Rescue All Hasard” policy 
Winston-Salem tual of Chicago, another Chicago Negro | 2nd will offer a auniber of — policies 
: Charlotte _ company, had $128,009 premiums and | ©°Verins various special hazards. 
G. D. Ricuarpson Co., Gen'l Agents W. C. Wooparp, Gen'l Agent $54,050 losses. The Woodmen Accident : kc Pr : 
Raleigh Rocky Mount of Lincoln, Neb., had $106,287 premiums American Bankers Promotions 
. — and $57,017 losses. The American Bankers has promoted 
H. B. Crostanp, Gen'l Agent W. B. Griffin, former agent at Cincin- 
Asheville . . rati No. 1, to assistant manager of the 
Plan New Twentieth Century Hearing | petroit district. J. P. Reilly. former 
COLUMBUS, O., May 25.—Hearing — =A the Springfield district, a 
ATLANTIC LIFE INSURANCE CO. in the case of the Twentieth Century] Gnnia manager in tha ; 
Rich d. Virgini Life of Chicago will be resumed as soon ; 
chmon inia as e , its Sw . Sages 
’ rg as the company prepares its answer to Sentinel Life’s Contest 
allegations of the complainants, it was 
- - -aweag CITy —— . 
said here yesterday. That probably will oy ry ITY, MO., May 25—The sot 
—- = — — ———— ES will be in two weeks. The Ohio depart- tine sife is starting an agency produc- 
: ns tion contest on life and health and acci- 
ment, now that presentation of the case | gaunt business. to begin June 1 and con- 
against the company is complete, is ready | tinue through July 31. The contest has 
to give “full consideration” to the de- | been named the “Sentinel’s Treat” be- 
fense of the company, Superintendent | cause the Sentinel has invited the agents 
W. C. Safford said. Hearings were | of the Employers Indemnity in those 
halted at the request of the company so | *t#tes where the Sentinel is not yet li- 
le could arenare ts anewer censed to enter the contest, allowing the 
mc I pe ime, ; same amount of credit in the contest for 
ca r Employers Indemnity health and acci- 
C H S I M PSON’ S General Eureka Sells Accident Business dent business written by Employers 
* : B. L. Dowell, general manager of the — as for Sentinel health and acci- 
, mer & =~ Po r Eureka Casualty of Los Angeles, has | “°" 
re new > > _ } 
Agency renewal mcom alone un announced the sale by that company of Pie anpeexgen 
| | . | - RS. Be ne ae - its accident and health business to the Accident Notes 
aou rtedly exc eeds the salary ot Occidental Life. It is understood that The Louisville Life & Accident. writ 
a ie 7 a this action was taken in order to per- ng AE mete wt } . ith atl - ere tel } " 
C. H. SIMPSON the President of the largest bank mit the Eureka to concentrate its activi-| filed amended articles increasing its . 
a u x N | D k ties on a plan of expansion of other! capitai from $100,000 to $300,000 
in the State ot North Dakota — 
Just three ; a ‘ 
good openings mainly because he has stuck | NEWS OF LOCAL ASSOCIATIONS 
seventeen years, first, as our Spe- ee ——— 
Springfield, Ill. cial Agent and, later, as State UNION CENTRAL MEN SPEAK ‘carried here, whereas New England has 
; ; invested but 46 percent of its reserve in 
Cincinnati, O. Manager of North Dakota, worked : its own servitery. Texas has 205 per- 
‘ , . , = President Sage, Dr. Muhlberg and Je- nO pcte - caeeee tae ties oe 
Grand Rapids, = Clark Add H ce as much money investec lere as 
Mict hard and succeeded. rome Clar ress rouston its reserve calls for. 
.11cn, Life Underwriters Gives Credit to Agents 
RO ON oR “To the agents go the credit for the 
Yes, there is a chance for vou, too HOL STON, EX., May 26 —The great growth of the institution. In for- 
. . ; May meeting of the Houston Life | ¢ign countries, England for example, ! 
either in Mr. Simpson's or the Underwriters Association was featured where the agency system is not in vogue, 
; ; , . by three addresses from the home office | the amount of the insurance is negligible. 
Companys organization, if vou officials of the Union Central Life, who [py the next two years there will be writ- 
. te were visiting Houston Jn commemora- ten in United States and Canada as 
will write to tion ot! the 23rd anniversary of the much new insurance as there is today 
Shepperd agency. : in force in all the rest of the world to- 
President John D. Sage spoke on | gether,” 
“American Insurance.” Illustrating the He emphasized the scientific manner 
THE growth of life insurance, he reminded in which selection is now made, illus- 
0 75 underwriters present that in 1906 trating this by typical cards brought 
there were 15,000,000 people in the with him from Cincinnati and designed 
United States carrying insurance, where- to permit the scientific classification of 
as today there are 58,000,000 insured. jmpaired applicants. Dr. Muhlberg ex- 
INSURAN( E ( (OMPANY New insurance that will be sold this year plained that the large companies have 
will equal in number of policies the total | divided up the various typical impair- 
SAINT PAUL, MINNESOTA population of New York, Chicago, De- | ment files and are studying those inten- 
troit, Cleveland, St. Louis and Boston. | sively as individual problems. 
Now a $133,000,000 compa _ “This section of the country is par- 
4 ° ’ ny ticularly fortunate in receiving from in- Vatue co Promtem Payer 
surance companies investment funds in Jerome Clark, assistant superinten- 


dent of agents, aroused great enthusiasm 
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with his tribute to the value of insur- 
ance to the premium payer in freeing the | 
minds of American business men and 
fathers from the worry of the future, and 

abling them to devote their energy to 
vigorous growth and enjoyment of liv- 


g. 

Guy MacLaughlin, newly elected vice- 
president of the American College of 
Life Underwriters, outlined in a few 
vords the high lights of that new devel- 
pment. It was announced that Mr. 
MacLaughlin would address the under- 
writers and the general public on this 
subject at the second monthly Y. M. 
C. A. life insurance night this week. 
x 


COMPETITION NOT INJURIOUS 
W. T. Grant Says Fellow Agents Help 
to Educate Public to Confidence 
in Life Insurance 


KANSAS CITY, MO., May 25.—W. 
’ Grant, president of the Business 
Men’s Assurance, addressed the Kansas 
City Association at the May meeting on 
“Meeting Competition” “The young 
believes that the great majority 


agent 


ot his prospective applicants will hesi- 
to buy 


tate from him, because of a 





W. T. GRANT 


President Business Men’s Assurance 


greater in- 


said Mr. 


greater loyalty towards or a 
terest in some other company, 


Grant. “As a matter of tact very tew } 
upplications for insurance are competi- 
tive What we actually find is that 


the public is already converted to insur- 
The average business man knows 
i great deal about the subject of insur- 
ance, as far as its benefits to himself, 
tis dependents and his business are con- 
cerned. That this attitude is very gen- 
eral is easily proven by going into a 
representative group of almost any pro- 


ince 


fessional or business men and asking 
how many men in the group who are | 
physically able do not have insurance 


One seldom finds a man who has none, 
ind if there is one present he is always 
embarrassed to have to admit before his 
associates that he is a man without in- 
surance The confidence of business and 
professional men in life insurance and 
their desire to buv more is universal 


Indebted to Competitors 


“Granted that this is true, to whom 
are we indebted for this public attitude? 
We are indebted to our competitors for 
this attitude of the public. It is because 
t the success of our competitors in the | 
pioneer days of life insurance, that we 


are having such great success in the 
business today. Not only are we in- 


debted to the pioneers of the business, 
but to the 150,000 active, fulltime insur- 
ince men and women in this country 
who are each day preaching the doctrine 
ot protection. There is another factor, 
equally important. Each day thousands 
upon thousands of dollars of benefits 
are being reeeived by policyholders and 


| beneficiaries 


' 
course we have them. 


| Mutual Life, 


| to Cooperate 


| of the 


| the Oklahoma 


|} around 








under policies issued by 
competing companies. As a result of 
all these payments the friends, neighbors 
and acquaintances of those who are re- 
ceiving the direct benefits, regardless of 
the company in which the insurance may 
have been carried, have a greater appre- 
ciation of insurance and will offer 
resistance when appealed to by the rep- 
resentative of any other company. 


' 
less 


Competitors in Other Lines 


“Therefore the last whom the 
insurance man has a quarrel with is any 
one of the insurance missionaries who 
are spreading the gospel of protection, 
and strengthening public confidence in 
the institution of insurance. Who are 
our competitors in this business? Of 
We are compet- 
ing with the one hundred and one things 
which our prospect wants but cannot 
afford. Our real competitors are the 
salesmen for the things which yesterday 
were considered luxuries, but today are 
considered 


person 


necessities.” 

 -_ fa 
Nashville, Tenn.—Alexander T. Mac- 
Lean, chief actuary of the Massachusetts 
Mutual Life, spoke on “Installment Op- 
tion fenefits” at the meeting of the 
Nashville association Monday night 
Henry Loeb, second vice-president of the 
same company, also was present All 
middle and east Tennessee agents of the 
Massachusetts company were guests of 
the underwriters. Mr. MacLean and Mr. 
Loeb were in the city as guests of J. H. 
Smith, general agent of the Massachu- 
setts Mutual, who called a convention of 
his agents of middle and east Tennessee 


to be held Monday and Tuesday. On 
Wednesday he called a similar meeting 
of the west Tennessee agents at Mem- 
phis, where he was accompanied by the 
two officials of the home office. 
* . * 
Evansville, Ind.—Harold J. Cummins, 


vice-president of the Minnesota 
spoke on “Programing Life 
at the monthly meeting and 
banquet of the Evansville association 
last week. “Insurance Trusts and What 
Banks and Trust Companies Are Doing 
With the Life Insurance 
Business” was the subject of an address 
by James T. Walker, an Evansville at- 
torney. A vocal and instrumental pro- 
gram was given Morris and Louis Levi 
Levi Insurance Agency arranged 
program. 


agency 


Insurance” 


the 
* * 

ing of 

week was 


Oklahoma City—The 
association 


May 
last 


meet 


one of the most interesting of the year 
taymond A. Tolbert, the speaker sa 
local attorney of note, and has handled 
legal matters for the Oklahoma associa- 


tion a number of times tefore he had 
made much headway with his address, 
the underwriters commenced to present 
queries pertaining to Oklahoma laws 
that bear upon life insurance, and the 
meeting resolved itself into a regular 
question box, with Mr. Tolbert leading 
The subject of the cost of filing, execut- 
ing and closing all business connected 
with a will after the death of a man 
leaving property, and the waste of 
money entailed, occupied considerable 
time and excited keen interest 
* *x* * 

Boston—The Boston association at its 

monthly luncheon last week heard Dr 


Charles B. Piper, medical director of the 
Guardian Life of New York, tell what 
he would do if he were an agent, and 
outlined what he thought an agent 





might do if he were a medical director 
Dr. Piper emphasized the importance of 
keeping a close check on all prospects 
and the necessity of knowing all the 
facts in the lives of each prospect The 
speaker advised the agents to be pre- 
pared, make themselves experts, have 
faith in their companies, not to fight 
with the medical examiners, have mutual 
confidence in one another in the same 
business and on no account to allow any 


from the public 


* . * 

San Francisco A special meeting of 
the San Francisco Life Underwriters As- 
sociation has been arranged for June 17 
to hear Dr. S. S. Huebner of the Wharton 


discourtesy 


School of Commerce & Finance, who 
will be in San Francisco on that day 


Dr. Huebner will stop in San Francisco 
for a short visit while on a pleasure trip 
the world The Heron Trophy, 
awarded each year to the life under- 
writer who has performed the most out- 
standing service to the association the 
preceding year, will be awarded 

The association had a successful meet- 
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INSURANCE 
in all its branches is merely protec- 
tion of surplus earnings. 


An alert agent can render complete 
insurance service as easily as a 
merchant sells coat, pants 


vest! 


Casualty Co. 


| The Continental Assurance Co. 
| H. G. B. ALEXANDER, President 
CHICAGO, ILLINOIS 

















If fire came to your office today— 
would your records survive? 


HERE have been too many 
directors’ meetings held in the 
blackened ruins of burned buildings, 
trying to find just where things stand. 


Don't let this happen to you! 


A G® Allsteel Safe is the best pro- 
tection you can provide for your 
records —the nerves of your busi- 


The GF Allsteel Lime: Sates - Filing Cabinets - Sectional = 
@ Cases + Desks + Tables + Shelving - Franster ©) 
Cases + Storage Cabinets - Document Files + Supplies 


ness.— And in addition to the fire 
protection, there is the added ad- 
vantage of being able to place your 
safe at the point of use, just as you 
would a desk—and a GF Allisteel 
Safe is as movable as a desk. 

THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio - Canadian Piant: Terente 
Brenches and dealers in all principal cities 


this Coupon terns 

“Your firm letterhead] 
] 

j 

} 

| 





The General Fireproofing C 
lewngstown, Ohio 

} Please send me at once your 

| booklet “Safeguaerdiag Vital 

| Records of Business.” 
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ing May 19 when Jay Allen Fiske, gen- | 
eral agent of the Connecticut General, 
discussed partnership insurance. Presi- | Equitable Life of Iowa; directors, John 


dent Roy R. Henderson presided and an- | Henry Russell, Pacific Mutual Life; Wil- 
nounced the nominating committee. mer M. Hammond, Aetna Life; Clark E. 
x * | Bell, New York Life; Harold D. Leslie, 

Los Angeles—Owing to the fact that | Northwestern National Life; Vernon H. 
the June meeting of the Los Angeles as- ; Jenkins, Occidental Life. The board of 
sociation will be an all-day sales con- | directors will elect a secretary later. 


Paul Huntsberger, the present secretary, 
declined the nomination for reelection as 
he is leaving Los Angeles shortly on an 


officers was held 
Presi- 


of 


as follows: 


election 
meeting, 


gress, the 
at the May 


dent, Kellogg Van Winkle, Equitable of 
New York; first vice-president, Fred C. | extended trip east. 
Hathaway, Mutual of New York; second J. H. McAdam, manager and secretary 








ASK ME ANOTHER 


Why do so many life insurance agents lose their renewals? 








a. 

Answer: Because of the General Agency System and unfair 
agent's contracts. 

2. What life insurance company has abolished the General Agency 
System, offers all its agents AN EQUAL OPPORTUNITY and 
plays no favorites? 

Answer: The Columbus Mutual Life Insurance Company. 

3. Does the Company protect its agents Renewal Interests? 

Answer: Yes, st gives VESTED NON-FORFEITABLE RE- 
NEWALS. 

4. Where can I find an endowment policy that returns the savings, if 
the insured dies, INSTEAD OF USING THE POLICYHOLDER’S 
OWN MONEY TO PAY HIS CLAIM? 

Answer: PERFECTED ENDOWMENTS sold by The Colum- 
bus Mutual return the excess of the endowment premium over 
the ordinary life premium in the event of death. 

| 5. Is it possible to purchase insurance at a lower cost if bought in 

quantities ? 

Answer: A SPECIAL PREFERRED RISK POLICY issued 
by The Columbus Mutual sold only in amounts of $5,000 and over 
gives the policyholder the advantage of the reduction tn overhead 
and shows a surprisingly low net cost. 

6. Is it possible for a life insurance company to pay liberal commissions 
to agents and at the same time furnish low cost insurance to policy- 
holders ? 

Answer: Yes, but such companies are almost as scarce as “hen’s 
teeth.” Many companies pay high commissions, quite a number 


furnish low cost insurance, but the combination seems almost im- 
possible to attain. The Columbus Mutual is an outstanding 
example of such a company. 


For further information address 


The Columbus Mutual Lite 


Insurance Company 
580 E. Broad Street, Columbus, Ohio 
C. W. Branden, President D. E. Ball, Vice-President and Sec'y. 























NOW OPEN 


WRITE TO 
Francis L. Brown, Secretary 


ROCKFORD, 


NAL 


vice-president, Alvin F. Nowatny, Metro- | 
politan Life; treasurer, Roy H. Sheldon, | 


| ing 





ee 


COLORADO 


UNDERWRITER 


of Beckman, Hollister & Co., sales ex- 
perts of San Francisco, spoke on “Forg- 
" This was fol- 


ing Ahead in Business. 
lowed by a chart talk given by Emery 
E. Olson, associate professor of eco- | 


nomics of the University of Southern 
California and agency supervisor of the 
general agency of the Equitable Life of 
Iowa, on “Life Insurance, the Premier 
Investment.” 


* 

Santa Barbara, Cal.—George W. Ayars 
of Los Angeles, vice-president of the Na- 
Underwriters, 


tion Association of Life 

speaking at a banquet given by the 
Santa Barbara association, outlined the 
work that the National Association is 


doing to establish a college for the pro- 
fession, and gave his reasons for believ- 
ing that life insurance men have a right, 
when properly prepared, to rank with 
doctors, lawyers and engineers as pro- 
fessional advisers in matters of vital im- 
portance. Mr. Ayars condemned the 
present system of life insurance sales- 
manship as criminally inadequate, and 
declared that the business is just emerg- 
from a state in which it was the 
dumping ground for failures in every 
other line of business. 


Will G. Farrell of Los Angeles spoke 
on life values in the insurance business. 
A. C. Duckett and Robert Brown, both 


of Los Angeles, spoke on methods in 
insurance salesmanship. 
* 
Springfield, 111.—C. D. Corey, vice-pres- 
ident of the Pan-American Life, was the 
speaker at the monthly meeting of the 
Springfield association. Mr. Corey talked 
on “Best Selling Methods.” Ted Sim- 
mons, assistant superintendent of agents 
of the Pan-American Life, gave a short 
talk on “Problems Connected With Sell- 
ing.” A report was made on the recent 
meeting of the State Association in De- 
catur. 


* * 


x * * 
Asheville, N, C.—The May meeting of 
the Asheville association decided to make 
an effort to organize a North 
State Association of Life Underwriters 
and appointed a committee to communi- 
cate with other associations of the state 


on the proposal. 


Carolina | 


May 27, 


1927 


Pierce, Phoenix Mutual Life; Edward W. 
Selvage, Connecticut Mutual, and Fred 
Tornow, Northwestern Mutual Direc- 
tors whose term expires in 1928 are: 
Edward A. Dunlap, Travelers: Martin P. 
Flemming, broker; G. Shannon Grover. 
| John Hancock, and Reginald T. Wheeler, 


| New England Mutual. 

William B, Burruss, 
turer, in addressing the association 
luncheon preceding the election, termed 
William Shakespeare the greatest sales- 


professional lec- 


man in history. He wrote 37 plays and 
developed 700 characters, yet the world 
is still sold on his ideas and his works 
have become immortal, he said. He 
praised insurance salesmen as a high 
type of business men and described the 
insurance business as being one of the 
most attractive professions open to a 
man. 

The association membership increased 
more than 30 percent in the past year, 
members in good standing now totaling 
372. 

Buffalo and its environs are taking 


advantage of the speakers’ bureau of the 
Buffalo association, in a manner that 
most gratifying to life insurance men of 
the city. Since organization of _ the 
speakers’ bureau, a number of Buffalo's 
business clubs and educational institu- 
tions have taken advantage of this 
portunity to learn something definite 
about the advantages of life insurance 


* 


is 


op- 


x * 


| Utica, N. ¥—The Utica association has 
elected R. Seymour Hart president for 
1927-28. Other officers are: Vice-presi- 





dents, Frank H. Wenner and William H. 
Yard; secretary-treasurer, Thomas B. 
Bowne. 
x * * 
Utah State—The annual election of 


officers of the Utah State association will 


held in June in Salt Lake City. A 
of six members has been 
named to arrange a special program. At 


meeting of the association held last 
week, National President George D 
Alder, whose home and business are in 
Salt Lake City, gave a talk on the aims 
purposes of the newly organized 
College of Life Underwriters 


| be 

| committee 
the 

| 

| 


and 
| American 
Mr. Alder had just returned from a tour 


| 
* * * | 

St. Loula—The St. Louis association | ‘7 the interests of the National associa- 

: » |} tion, 
will hold a sales conference June 3. | a a 
Hillsman Taylor, vice-president of the | . 
Missouri State Life, has been assigned | Davenport, Ia.—The Davenport asso- 
the subject, “Future of Life Insurance.” | ciation’s one-day sales congress last Sat- 


Lester O. Schriver, assistant superintend- 


urday was attended by nearly 200 under- 


ent of agencies for the Aetna Life, will | writers. Dr. S. S. Huebner of the Whar- 
speak on “Increasing Your Production,” | ton School of Finance, University of 
and Dr. S. S. Huebner of the Wharton | Pennsylvania, was the principal speaker 
School of Commerce and Finance will | A banquet in the evening concluded the 
lecture on “What Life Insurance Does ; event. A. W. Van Houten, chairman of 
for the Payer of the Premium.’ | the congress committee, presided at the 
* - * dinner and E. N. Coleman, president of 
| - aw wrt ¢ sociatio ‘ “¢ aad ot 
Buffalo, N. Y.—Eight directors were the Davenport ASSOC iatic n, intr duced the 
. came : | speaker, Mrs. W. S. Pritchard. Garner, 
elected by the Buffalo association at the | Ae - 
. enh Me aa | insurance specialist for the lowa Federa- 
annual meeting last Friday rhose . “ : 3 
alected for two years are: Charlies F tion of Women’s Clubs, was a speaker 
ciate : 4 | at the afternoon session. Harry C, Me- 
Namer, Chicago, assistant to the Na 
tional president, also spoke at that ses- 
Sion, 






ROCKFORD LIFE INSURANCE COMPANY 


ILLINOIS 








Will Meet in Springfield 


The Actuarial Society of America has 


now accepted the mvitation of the 
Massachusetts Mutual Life to hold its 
fall meeting at Springfield, Mass., Oct 


according to an announcement by 
J. S. Thompson. 


20-21, 
Secretary 


Central States Shows Gains 


The Central States Life of St. Louis 
reports that applications received to 
| May 9%, 1927, totaled $6,926,999 com 


vared with $6,573,726 for the same period 
jan 1926; issued $6,591,525 
| against $6,187,153 and business paid for 
$5,066,972 against $4,105,379. The paid 
for business shows a ot 19 percent 
compared with a gain in applications ot 
percent. Even under adverse general 
conditions many agencies the com 
| pany are showing improved results 


business 
« 


rain 


of 


SERVICE LIFE INSURANCE COMPANY 
HOME OFFICE: LINCOLN, NEBRASKA 
OFFERS VERY LIBERAL CONTRACTS TO AGENTS 
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T S | P ° ° h M h d ried, father of one child; occupation, ! with me. If we are not, no advice that 

wo ales resentations wit et oas manager of sales branch of a fruit dis- I could give you would be of any value.” 
tributing company; income not known “Let me draw this line (curved line) 
but, judged from the way he lives, prob- and say that it is to represent the path 


You went 
didn't 


of Prospecting Showing the Logical 
Steps in Canvass for Life Insurance 


HE MUTUAL BENEFIT LIFE | ing ot agg ge gp ny exercise | ent concern as a clerk. We know noth- “—-when you were about twenty?” 
through the “Pelican gives two - their abi oe Ww - may NOt | ing about what property he owns, what “Ves” 
sales presentations with methods of | have a great deal now in the way Of | incurance he has, or what his attitude “and you have been 


ably about four to five thousand a year; of your business progress. 
a man who graduated from high school, to work here right from school, 
attended college for a couple of years, | you?” 

and then entered the employ of his pres- ak fw 


here how many 


> r z irst sale c is Cc ate yroperty ) are do- 1 2" 
j om peg mn ie — sales , talk _ ome — ; rot arty, ~y : he “f a toward insurance may be. We do know | years 
) > ) . -co P zy well and have a large tuture 1 »TOS- : ' “Pifteen i pring.” 
based on e desis ble second on life ing well an ave a large pre that he appears to be in splendid phy- Fifteen, this spring 2 
insurance as a de ira ye torm of prop- | pect. sical health. that he is ambitious to “Good Let's indicate that here. Now 


erty. The “Pelican” say : P 
° c says achieve, and that he has a good start | in those fifteen years trom age 20 to 


|. Prospecting, Approach, and Inter- | Prospects Belong to Various wes : : e A > adv i and 
view—Based on Life Values. Occupational Groups toward success. We are likewise cer- | 35, you have substantially vances and 
Prospecting. The first thing for an These men may be found operating tam that most of his accomplishments | the ore © cat ee oe 
agent to do is to list carefully the names | sales agencies ot oiiaienes soutas Weide “7 in the future. _ | Say, partly you in your increased 
ot men with whom he has had previous lin " aan ymobiles. c: a registers ’ odiion ol nterview. . Mr. Brown, I am with | earnings aegees we expects your 
contact. There may be but very few, or Fe cencagygem gy "They a. in eal = ae eS A.) organization | present income in terms of percentage. 
the number may mount to several hun- machenes, ott. ng Pt on. Mees a tee 2 We know =e (Write am 109 per Cont. 7 You go yl 
dred. It is important to include as many as branch managers of large companies, thing of your situation here and have | tablished thus far a certain rate of pro. 
of his worthwhile acquaintances as pos- in the manutacturing, wholesaling or fe- some knowledge of the extent to which | gress, of productive activity, and that 
sible. tailing end of the business. The may | you have personally progressed with the rate is accelerating as you move on— 
be junior partners in well-established | (name of his company). Here is an idea | am I right? 
firms of the legal, medical, or other pro- | that I want to give you very briefs and “Yes, I guess so.” 


Cards Should Be Kept 
in Proper Classes 


fessions. They may be initiating busi- we can then see if any further discus- Think back for just a moment, please. 
nesses of their own and have had suffi- | sion would be warranted. May I have | How many years ago were you earning 
cient success in their early efforts to | a sheet of paper?” just 50 percent of what you are earning 


The next step is to go through this 














list and transcribe to cards the names of | warrant expectations of large success as “What is this going to be? Insur- | now 
| those about whom he has more than | time goes on. ance?” After some t ght, “About six 
| casual information. He may then sort From this group let us take one who “No, sir, it is not, unless you say so. | years.” 
out from these cards those who are | may be Larch ees typical and see what I simply want to find out if we are in “Then vou have progressed as much 
achieving a distinct success as a result | we know of him. Suppose we find him | agreement on certain prit les. If we | in the last six years as you did in the 
of their own efforts—men who are mak- | to be a man in the middle thirties, mar- | are you may want to discuss insurance | previous niné Now, isn’t it entirely 
° | 
Again “Performances | 
} 
Exceed Promises” 
| 
na : 
When you feel that your opportunities are too restricted; 
In its early years the Midland Mutual Life Insur- when you long for more freedom of action; when you have 
ance Company sold both par and non-par insurance. | an inclination to begin life anew or to widen the field for 
¢ Considerable of the non-par was placed upon the Com- | your activities—think of Oklahoma. 


pany’s books, much of which still persists. Long ago 
the Company discontinued issuing non-par. This youthful State's 
you. 


unlimited opportunities are open to 


In June 1907 a young man purchased Midland 
policy No. 521 for $2,000 on the non-par plan. He has 
now paid all the premiums and under the terms ot his 


Oklahoma stands 


First as “A Young Man's Country” 


. . . . ! 
contract he is entitled to no dividends. First in oil 
ae = ‘ . First in Broomcorn 
_ But in June 1928 he will receive a cash dividend it Second in cotton 
of $18.46 and an increasing amount each year there- Second in Winter Wheat 
< , ee wo od. lll 
after, for by a recent ruling the Board of Directors Tl — in —— a 
+ . 2 8 - cond im inerais 
ade ¢ -par sine: articipating with- , 
made all this old non-par business participating wit Seventh in Value of all Crops 
out increase Of premiums, Ninth in Acres in Crops 


Fourteenth in Number of Farms 
“ . Seventeenth in Total Area 
Twenty-first in Population 

General Agency opportunities in ]LLINOIS, INDIANA, 
MICHIGAN, PENNSYLVANIA, NEW JERSEY, MARY- 
LAND, VIRGINIA AND WEST VIRGINIA 


If you have the ability and experience to assist successfully in Agency 
Work and wish to associate with one of the largest Agencies in the 
Southwest, write me giving full particulars of yourself, your experi- 
ence, record, and salary required. 


Marmaduke Corbyn Agency 
tates Life Insurance Company 





THE MIDLAND MUTUAL Central 
LIFE INSURANCE CO. || Oklahoma City, Oklahoma 
COLUMBUS, OHIO 
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ACTUARIES 





CALIFORNIA 





——s N. COATES 


CONSULTING 
ACTUARY 


354 Pime Street - - San Francisco 











ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone 7298 


CHICAGO, ILL. 














L A. GLOVER & CO. 
. Consulting Actuaries 
2 South La Salle Street, Chicago 


Life Insurance Accountants 











NEW YORK 
Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 





36 W. Mth St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
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probable that you will do as much in 
the next four years as you have done 
in the past six?” 

“Well, it isn’t certain but it is pos- 
sible.” 

“No, it isn't certain, and it would per- 
haps not be wise for us to try to measure 
too closely this acceleration, but we are 





1 


sure one thing and that is that your 
future holds much more in store than 
has been achieved to date. In fact, this 
future of yours is the biggest asset you 
have today. You agree with me in that, 
do you not?” 

Yes, that is doubtless true.” 


Get the Goal Set for One’s 
Future Earnings 





“You have probably set a goal tor 
yourself to reach. (The is 
ased on future average ! of 
$10,000 a vear for 25 years, or a total 


al 
It is very important at this 
mt tt get vour prospect to agree on 
some given amount as the probable total 
future earnings.) You and I 
know that reaching it depends on two 
factors, ability and time Your ability 
is a present fact. It is proved by what 
you have done to date; but the time 
which you will have for the accomplish- 
certain. 
It is the one thing over which you have 
] control. We have a plan 


ot $250,000 


ment of your purpose is not so 
absc lute iv ne 
of financing which arranges for the ful- 
fillment in an economic sense of what- 
of your future you wish to 
question is, how far 
in making the future 


ever part 
underwrite The 
do you want to g« 
certain?” 

interesting, but it would be 
impossible to underwrite the whole 


‘Not impossible, but impractical 





Nor is it necessary. The fact is that 
only a part of what you earn really be- 
longs to others. The rest is used by 


you. What would you say is the proper 
division?” 

“It would probably average about 
50-50.” 


“That would probably just about hit 
it. Let us call this whole future of yours 
your productive or life value; and the 
part of it which belongs to your family, 
your insurable value to them. To keep 
them in the present comfort would not 
require the replacing of your entire pro- 
ductive value, but wouldn’t it be neces- 
sary to replace at least the larger part 
of the insurable value?’ 

“Yes, it would, but I wouldn’t be able 
to pay for enough insurance to do that.” 

“It doesn’t take as much as you think. 
How much of a start have you on it 
now?” 

“IT am only carrying $8,000.” 

“That's all right. Our office will work 
out the details of the amount required 
and if it comes to more than you can 
handle now a part of it might be de- 
ferred for a little while. In the mean- 
time we had better find out if you can 
qualify physically. May I use your 
phone to call the examiner?” 
Dialogue Shows the Steps in the 

Sale of a Policy 


In the interview, as given, the objec- 
tion might be raised that while the agent 
can learn to follow the principles of 
such a talk, the prospect can not be 
taught the appropriate answers. The 
dialogue form of illustration has been 
used because it is the most specific form 
which could be used to set forth the 
successive steps in the sale. It is not 
intended that an agent shall learn such 
a talk word for word, but he does need 
to know the principles upon which it is 
based, to be capable of giving expres- 
sion to these principles, and to lead the 
prospect through a logical sequence of 
thought to the desired conclusion. The 
prospect’s answers are largely forced by 
the questions of the agent, and in this 
case while the replies are somewhat 
briefer than would usually be true, the 
tenor of these replies is such as can 
fairly be expected. 
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Life Insurance Is a 
Desirable Form of Property 


II. Life Insurance as a Desirable 
Form of Property, an Estate by Con- 
tract. 

Prospecting. Our purpose this time 
will be to make an appeal to a man’s 
acquisitional instinct, his desire to own 
property, to secure the future through 
adoption and use of a plan that will 
satisfy his impulses of thrift. Our 
logical prospects for this type of pres- 
entation will differ a little in character 
from those chosen for the “life value” 
talk. Thev will be somewhat more con- 
servative, are likely to be found in oc- 
cupations where returns are more certain 
but where the future is somewhat 
circumscribed. To enumerate a few of 
the places where they may be found, 
mention can be made of executives and 
instructors in colleges and in 


senior 
public schools; department heads, man- 
agers, buvers, accountants, etc., for 


large corporations such as banks, whole- 
sale houses, mercantile organizations; 
generally, men whose positions are 
relatively secure at the expense of more 
rapid advancement 

Even a casual survey of the territory 
in which an agent is going to work will 
reveal many men who are solid, depend- 
able, conservative perhaps, whose future 
security seems to hinge more on strict 
adherence to a well-calculated program 
of thrift than on earnings of unusual 
pronortions 


Interview That Leads 
Up to the Application 


“Mr. Brown, IT have drawn a triangle 
to illustrate an idea I want to convey to 
you 

“The inside of this triangle represents 
your family’s financial independence 
You have the abilitv to make a living, 
as is very evident. You have the ability 


to create an estate, and you may be 
doing that, but your family’s inde- 
pendence rests upon one or two as- 
sumptions—that you now have sufficient 
property, that will live, to produce an 
income as long as the need lasts; or if 
not, that you must live to produce the 
income yourself. 

“There are certain adverse factors 
that work against family independence 


Adverse Factors Against 
Family Independence 


“First. Failure on the part of the head 
of the family to have a definite life plan 


Second. Failure actually to work the 
plan. 
“Next. Failure of the plan itself be- 


cause of the failure of the property de- 
pended upon to carry out the plan, and 

“Last. Failure to live to complete the 
plan. 

“Two of these adverse factors are di- 
rectly under your control, namely, the 
having of the plan and working the 
plan. The other two, failure of the 
plan itself because of failure of the 
property, and failure to live to carry 
out the plan, are out of your control 
if the plan is based upon the ordinary 
forms of property accumulated piece by 
piece. 


Can Acquire Property 
Through Life Insurance 


“I want, either now or later, to show 
you how you can acquire property 
through a life insurance company that 
will not fail, and on a plan that is easy 
to work and that does not depend upon 
the length of your life, and I have called 
today to get some data so that I can 
make the plan fit you and your family’s 
needs. , 

“How many children have you—boys 
and girls? Their ages? Is Mrs. Brown 
about your age? And what is your 
date of birth?” ; 

Necessary Data 

Date of birth. 

Is he married, if so, is wife living? 
Her age? 

Ages and names of children. 

Desirable Data 

Other dependents. 

Does he own his home? 
gaged? How much? 

What kind of securities does he buy? 

Does he pav his bills? 

What position does he hold in busi- 
ness? 

Does he expect his widow to live in 
present home? 

Does he plan to send children to col- 
lege? 

Does he 
fession? 

What is his income? 

What is he worth? 

How much insurance has he? 


Is it mort- 


want them to enter a pro- 


More Complete the Information 
Better the Chance of Success 


Much of this information may already 


be known by the agent, or secured from 
other f 


sources before the interview is 
sought Many men will reveal much 
about themselves if given the oppor- 
tunity. The more complete the infor- 


mation we have concerning a prospect, 
the better our chance of success 

The steps shown thus far in this inter- 
view are intended to prepare the way 
for a program presentation based on 
the needs revealed. The general prac- 
tice is to secure the necessary data on 
the first interview, and as much of the 
desirable data as possible. Thank him, 
and say that you will study over this 
situation and come back at a convenient 
time with such suggestions as 
advisable 

On the second interview, the discus 
sion may well be opened by a very brief 
review of the principal facts, brought 
out in the first. This will be followed 
by the proposal you have prepared to 
cover his needs 
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Missouri State $100,000 Club 


meeting of the $100,000 
Club of the Missouri State Life will 
be held in St. Louis June 6-7 with head 
quarters at the Chase hotel 


The annual 
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THE SOUTHERN STATES LIFE $300,000,000 

































































in force 
INSURANCE COMPANY 
ATLANTA, GEORGIA $50,000,000 : 
= —SS= in assets \Y 
100% NZS 
HE Southern States Life, organ- in a 
record—21 years of honorable and IN, 
successful relations with agent NOW XK 
' and policyholder. for WY 
During this time the company has YoU wa 
been cultivating and serving well LA 
its field—Dixie. Writ = 
rite 
Today there is opportunity in 

















Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 


proposition. -— 
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GENERAL AGENCIES 
NOW OPEN 


At these locations 





Alexandria, Louisiana 
Amarillo, Texas 

—_ Beaumont, Texas 

‘ Wichita Falls, Texas 
Tulsa, Oklahoma 
Muskogee, Oklahoma 


McAlester, Oklahoma Armour Sodened ~ od Maia Street 


Enid, Oklahoma 
Pine Bluff, Arkansas 
Jonesboro, Arkansas Midland £2 Lite 


Helena, Arkansas 


Liberal Contracts Direct with Insurance Company 














om A 
boul , Home Office ’ " Kansas City, Missouri 
: Write us in confidence and let your first letter tell us 
what you can do. There are men selling life insur- If you are qualified, make your- 
O : + a “Va } thile ance today whose present opportu- self known at once to the Midland 
ur offer to you 1s worth while. nities are limited but who have real —_ 4 Sa - 
a — futures. They are experienced, $33,000, mourence - 
LOUISIANA STATE LIFE write a good volume of business =* f° aks 
5 : and can handle men. But they must 04 actually cooperates with its 
Insurance Company have a better deal before they reach fly furcen 
HOME OFFICE ee a, Sedalia, a St. Joseph, Wich 
SHREVEPORT, LA. Many deserve to be and should ita, Salina, Dallas, San Antonio —" 
succeed as general agents or district elsewhere. 
—_ -_ managers, especially in productive Take the first step toward a big- 
IRA F. ARCHER fields, representing a sound, grow- ger future . Address your let- 
. . ing company. ter to the n personally. 


Superintendent of Agencies 








Daniel Boone, President 
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WOMEN AND THEIR INVESTMENTS 


Are women less intelligent than men? Doall women waste or lose the money they inherit ? 
Is it true that a widow who receives a round amount of insurance money is sure to waste it 
in five or six years or lose it in speculation, or sink it in get-rich-quick swindles? 


No. It is true that the insurance money inherited by many women does not last very long, 
but in such cases these women are seldom to blame. Their husbands are the ones who are to 
blame, because the amount of insurance left by them has been inadequate. Consider the 
case of a man without capital whose income will be cut off at his death, and who could easily 
afford to carry $50,000 of insurance. That amount if safely invested would keep the wolf per- 
manently from the widow’s door. But if this husband had taken only $5,000 of insurance, the 
amount would be insufficient for investment, and the money would necessarily be used for cur- 
rent expenses. And such a widew will exhibit prudence and care if she can support herself 
and her children on a few thousand dollars for five or six years or longer. 


The insurance companies now offer insurance payable in the form of an income. But it 
is not recommended on the ground that women are inferior to men. Wifes are as intelligent 
and often more prudent than their husbands. They are more efficient than men in managing the 
household, in bringing up children, and in caring for the sick. Nor are they more likely to be 
victimized by get-rich-quick sharpers than preachers, artists, doctors, teachers, writers and 


other MEN who lack business training. 


It is because women are usually the beneficiaries under insurance policies that they are 
followed up so closely by get-rich-quick sharpers. But they are quite as diligent in following up 
men who lack business training and have capital to invest. 


Professional men who are expert in their own professions often invest their savings 
foolishly because they are not expert financiers. Successful business men often lose the savings 
that they take out of their business because, although expert merchants or manufacturers, they 
are novices in choosing investments. 


Why, then, do the insurance companies advise those who invest in life insurance for the 
support of their wives and children to stipulate that the money shall be paid to the beneficiary 
in the form of a monthly income for life? It is not because these beneficiaries are women; nor 
because women are extravagant; nor because they are more easily victimized than men. It is 
because they are not experienced financiers. It is because many investments that appear to be 
sound are not. It is because sound investments often deteriorate in value. It is because the 
advice of friends and neighbors is often injudicious. It is because it is hard to refuse to lend 
to relations and neighbors who are in need of money. It is because it is not fair to burden 
a widow with unfamiliar responsibilities at a time when she is perplexed by many new and 


difficult problems. 
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